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GLOBE-WERE 


FRANCHISED DEALER you sell the world’s 


most complete line of 


A world of opportunity opens up for you when you sell Globe-Wernicke 
metal business equipment, filing supplies, and accessories. You also enjoy 
the cost-saving advantage of ordering from one reputable source for greatly 
simplified inventory, consolidated purchasing, and superior service. Profits 
come from sales, and multiple sales come easier when you can offer 


your customers all the superior features of the entire Globe-Wernicke line. 


remember. 






-Success depends on the strength of your line 
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business equipment 


Globe-Wernicke business equipment is pre-sold for vou by a consistent 
dynamic national advertising campaign in leading news and business mage 
zines, plus a power-packed Sales Aid Program to develop local impact. I 
you're interested in revitalizing your business, it will pay you well—and cost 
you nothing—to investigate all the advantages of securing a valuable 
Globe-Wernicke Franchised Dealership. Write today for full information. 
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you'll geta better job on Wausau Duplicator 
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IMPRESSION PAPERS 
WAUSAU PAPER MILLS COMPANY, BROKAW, WISCONSIN 


ASK YOUR STATIONER OR WRITE FOR SAMPLES 
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LUGGAGE + TRUNKS + BRIEF 
UMBRELLAS - TRA 


coo what ¢ NEW...all that'e NEW 


HUNDREDS OF FASCINATING EXHIBITS 


8th AVENUE 
at 35th STREET 


Sponsored & Managed by 


LUGGAGE and LEATHER GOODS MANUFACTURERS of AMERICA, Inc. 
220 Fifth Avenue * New York 1 Y. 


Jack Citronbaum — Executive Vice President 


GOING PLACES WITH AMERICA 
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DEAR READER: 


When is a new product new? 

That may sound like a strange rid- 
dle to come from a magazine that 
reports on dozens of new products 
each month. But it’s a serious question 
that pertains to several of the articles 
in this issue. 

A product may be new to the trade 
one year and still be news to the 
general public several years later, We 
know from personal experience, for 
example, that many business and pro- 
fessional men have never seen a copy- 
ing machine in operation. Many others 
are not familiar with hanging files. 
There also are millions of typists who 
have never typed a line with an elec- 
tric machine and who may not be 
aware of the fact that there is now an 
electric portable. 

The implication for dealers is fairly 
obvious — any effort to increase sales 
and develop new accounts must in- 
clude a great deal of “consumer 
education.’’ That’s a fancy phrase 
which means, among other things, 
that you have to demonstrate to sell. 

A survey report on the copying 
machine field, starting on page 22 
tells how important demonstrations are 
in selling this relatively new product. 
Another article, on page 20, describes 
how demonstrations of hanging files 
have increased one dealer’s sales of 
all filing supplies and equipment. 

For a first-hand look at some new 
products, and if you want to make 
more money in your business, ‘come 
to Milwaukee,” urges Harold Steinke, 
president of the National Office Ma- 
chine Dealers Assn. The 1958 
NOMDA convention-exhibit begins 
there June 29. A convention schedule 
and a preview of what's in store for 
NOMDA delegates will be found oa 
page 30. For us, it will provide 
another welcome chance to meet and 
mingle with dealers. See you there? 

It's been a real pleasure meeting 
some of our readers at regional meet- 
ings of the National Stationery 
and Office Equipment Assn. We 
plan to bring you a report on 
NSOEA’s “management for profit’ 
ideas in the next issue. The last of 
the 14 meetings will be held June 
23-24 at Manchester, Vt. 
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to your greeting card profits? 


New Norcross survey 
reveals the answer 


and it will surprise you! 


Norcross has just completed a nationwide con- 
sumer poll which reveals for the first time the 
important role men play in the sending and 
purchase of everyday greeting cards. 


Questions like these are answered: “‘How 
many men send everyday cards?” “How many 
cards do they buy?” “How much do they 
spend for cards?” “What are their card-shop- 
ping habits?” 

The answers add up to this fact: your men 
customers are a lot more important to you than 
you may have realized. 


Just how important, you will want to judge 
for yourself, after seeing the ““Man Market” 
presentation your Norcross representative has 
for you. It’s another exclusive “‘something 
new from Norcross” that can mean greater 
profits for you. 


To get all the facts, get in touch with your 
Norcross salesman today! 





NORCROSS 


GREETING 
CARDS 


Look for the Norcross ‘N’ 
© Norcross, Inc. 244 Madison Avenue, New York, N. Y. 


New Norcross ‘“‘Man-Size”’ Cards 


—specially-designed to send to men 
men to send. Norcross’ survey findings pay 


off for you when : 
you stock and d 
new Norcross cards. mulay theas 


..or for 


Special window and point-of- 
plus full-color advertising in L 
you sell! Get the full Profit sto 
Norcross representative, 


sale displays, 
IFE will help 
ry from your 
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New comfort for executives 


oe LOSCO vaiue prices! 













@ You win two ways when you sell this 

imposing, enormously comfortable 

COSCO ‘Director’ executive chair. You 

pocket full profit on a volume seller at 
only $59.95. You deliver a standout value 
that invites comparison and repeat or- 
ders. All ways, always, it pays to stock 
and feature COSCO. The line that offers 
you more to offer! Powerfully backed by 
the largest full-color ad program in 
COSCO history! a 


HAMILTON MANUFACTURING CORPORATIC 
COLUMBUS, INDIANA 





! ! ' ' ! 1 2 i 
28-STA, $67.95 25-S, $42.95 27-LA, $39.95 23-LD, $19.95 COSCO also offers comparable values in 
($71.95)* ($46.95)* ($43.95)* ee © 40) be chairs, settees, sofas, tables 


*(Zone 2: Texas and 11 western states) Prices shown are for DuPont Fabrilite. Other fabrics slightly highe 
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Within 50 to 75 years, more than 200 million Americans may conduct all 
their financial affairs without the use of cash, coins or checks, according to a pair 
of industrial design and electronic systems specialists. Under the new monetary 
system, they say, all bank transactions, all “charge’’ payments and all so-called 
“cash” purchases will be made with individual “electronic pocket-books” and 
auxiliary data processing equipment. The pocketbook they speak of will be a 
small metal card containing a maze of printed circuits, 


ok a 


The profit margin constitutes the “retailer's wages’ for his services which 
include adding a ‘time and place utility’ to goods and helping the manufacturer 
to build a mass market. “When the profit margin disappears,” congressmen wer 
told by Maurice Mermey, director of the Bureau of Education on Fair Trade 
“then the retailer's wages disappear 


* 


“The disturbing element in the retail picture continues to be the ever-stead) 
climb of operating expenses Sam Flanel, general manager, NRMA Con 
trollers’ Congress 


* 


The Point-of-Purchase Advertising Institute reports a trend toward bette: 
quality display material to insure dealer placement. Other trends are a growing 
demand for self-service display racks and dispensers, more tie-ins with packaging, 
increasing use of display shippers and more integration of point-of-sale programs 
into the entire advertising program. 


“Modern-day business is no longer confined to the office,” says Henry j} 
Servais, SoundScriber Vice president We are obliged to serve the communications 


needs of customers wherever their work may carry them. 


Dealers will have to ‘‘live with” their products to break into new sales areas 
says Robert D. Howse, president of the Waterman Pen Co. They will have to 
know every “plus” facet of cach product they carry and they will hav 
calibrate the strong points of cach product with the areas in which the produ 
will be most successful. They will have to better acquaint themselves and thei 
clerks with major selling points 


There are no “small operators,” states J. Wilson Newman, president of Dun 
& Bradstreet. “Every business is ‘big business’ to the man who owns it. Much 
of his life's savings sometimes all is staked in the venture, and the 
‘big’ to him, regardless of size.’’ The real management test of any business is not 
size, he points out. “The determining factors are know-how, persistence and 
willingness to serve 


* 


Business everywhere is faced with the problems of increasing paperwork and 


clerical costs, reports Stanley C. Allyn, National Cash Register board chairman 
Mechanization of record-keeping is consequently being adopted wherever possible 


* * 


Sales promotion does not end when the ad runs in the newspapers 
begins. Work closely with your personnel department and store management 
to encourage every sales person to do a better job of “suggestive selling.” 


it only 





LA SALLE HOTEL wl) PALMER HOUSE 


@ IMPORTED AND DOMESTIC MERCHANDISE FROM 28 COUNTRIES 


e@ DISCOVERY ROOM FOR THE NEWEST GIFTS AND IDEAS 

@ MORE THAN 1500 LINES @ 2 SHOPPING SUNDAYS 

@ ANNUAL DINNER DANCE AND BINGO PARTY 

@ THE GIFT WORLD’S LARGEST DISPLAY OF GLASS & DINNERWARE — ANYWHERE! 


Eastern Manufacturers and Importers Exhibit, Inc. 
220 FIFTH AVENUE, NEW YORK 1, N. Y. 
S. S. Sarna, President © Jack B. Orenstein, Vice President ©® William E. Little, Managing Director 
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...@ letter trom Washington...r 


MODERN STATIONER AND 
OFFICE EQUIPMENT DEALER 
Washington, D. C. 

June 15, 1958 


Post Office Department officials don't believe that higher postal rat 
which go into effect Aug. 1, will result in a cutback in sales of envelope 
stationery or other writing materials. 





es, 
S, 


Based on past experience, however, they do anticipate a decline in 
bulk mailing as companies weed out mailing lists. Postal officials feel 
the decline will be slight and only temporary. The Associated Third Class 
Mail Users don't agree. The organization predicts that the annual volume 
of 16 billion pieces will drop to 10 billion by 1960 when all of the 
gradual rate increases become effective. 


A side problem is what to do about stamp vending machines, most of 
which are set up to dispense three-cent stamps for a dime. Operators 
are afraid the public won't pay a dime for two of the new four-cent stamps, 
but that's about the only method of revamping existing machines. 


The higher mail rates are likely to increase the trend toward postcard 
billing by larger companies. Utilities around the country have been switch- 
ing to this with the development of punch card billing machines. The cheaper 
postage for cards is likely to accelerate the change-over when letter rates 
are increased. 


Tax relief for small business -=- but not much -- probably will be 
approved by Congress. It is the only type of relief which has the blessing 
of the Administration, because it will cost so littie. 





For the unincorporated stationer, probably the most important provision 
is the one allowing payment of the estate tax in 10 annual installments. 
Under present tax laws, the death of the proprietor often means that the 
store must be sold out of the family to raise enough money to pay the estate 
tax. With 10 years to pay, the estate tax could be paid in many cases out 
of operating income. Total cost of this provision to the Treasury would be 
exactly nothing in the long run. 


Another provision of the Administration program would allow faster 
amortization for used property. Larger annual deductions would be allow 
than under present law, but they would be taken over a shorter period. 
cost to the Treasury again is nothing unless income taxes should be cut 
a couple of years. 





A third proposal might turn up some risk capital. This would permit 
deductions of up to $50,000 for losses incurred by investing in a small 





business. The cost might reach $30 million if enough speculators invested 
in failures. 


A final tax proposal would give small corporations the option of 
being taxed as partnerships. This is an "iffy" proposition, and only an 
accountant or tax lawyer thoroughly familiar with a particular small 
incorporated firm could determine whether the option should be exercised. 
The cost here can only be guessed at -- perhaps as much as $50 million. 


Strong efforts will be made in the Senate to add excise cuts to the 
tax relief. The House is always under a gag rule when tax bills are up and 
can only vote for or against what the Ways and Means Committee recommends. 
The Senate has no such rule. 





Before the Administration officially came out against general re- 
ductions, a total of 47 senators had agreed to back repeal of the trans- 
portation excises. Some of these probably will back off now, but a vote 
may be very close. Knocking off the three percent freight excise would 
reduce costs of stationery and office supplies by more than this percentage 
because the three percent applies every time a shipment moves by common 
carrier and so pyramids. 


There will be at least two more opportunities in the Senate to broaden 
tax relief. The first is on the House bill for a straight one-year ex- 
tension of existing corporate and excise rates. The second is on the small 
business bill. Excise and income tax reduction failed on the first Senate 
attempt some time back when a life insurance tax bill was passed. 


A revision of the Internal Revenue Service's regulation spelling out 
useful life of equipment for depreciation purposes is bogged lown. IRS 
last year started redrafting the regulation to bring it more into line with 
the facts of business life, including shorter depreciation periods for 
various types of office machines. The new draft, however, has been kicking 
around high IRS levels for weeks without a decision. 





Another good idea, which would ease reporting burdens of employers, 
also is bogged down. Back in 1956, at the prodding of some members of the 
House Ways and Means Committee, the President proposed that employers' re- 
turns for social security and income tax withholding be combined in one 
form. Legislation will be required to put the proposal into effect. But 
the Social Security Administration and the IRS can't get together on the 
details. It will be held over at least until the next Congress. 


Employers who are tardy in forwarding to IRS money withheld from 
salaries will be in serious trouble. The agency is moving to implement 
a new law enacted by Congress which provides that IRS can order employers 
holding back on quarterly payments to set up a special trust account for 
the Government and pay into it monthly. Failure to comply with this order 
is punishable by fine and imprisonment. S complains that many smaller 
employers have a habit of dipping into the money withheld for unexpected 
expenses and then finding themselves short when the quarterly payment is due. 





The reason why the Administration and Democratic Congressional leaders 
backed away from tax cut talk is plain -=- prospects of unprecedented peace- 
time budget deficits. For fiscal 1959, it appears expenditures were under- 
estimated by about $5 billion and receipts overestimated by more than 
$5 billion. 
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check racks 


Sell the long line - + + 
of over half-a-hundred items. 


Sa ee new build-up / 


desk trays / 


J 


new horizontal 


build-up files 
Lit-Ning is unequalled for 
pace-setting design and quality of 
construction. Fast delivery 
from two modern Lit-Ning factories. 
Long dealer profit on these 
fast-turnover items. 


horizontal files 


card index 
file boxes 


message racks 


new vertical 
add-on files 


in-and-out-boards 


LiT-NING PRODUCTS CO. 


3907 Duquesne Ave., Culver City, Calif. 


- € 
Please send me my new LIT-NING CATALOG 
4T-NING prooucts co. & Discount Schedal 
ee = 


SALES OFFICE: 3907 Duquesne Ave., Culver City, Calif. ADDRESS — 
MAIN OFFICE: P.O. Box 3370, Fresno, Calif. : “ al 
ites : ee) | eee 
FACTORIES: Fresno, California * Fremont, Ohio. ae¥ _ ' 
MY NAME epg aa 
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Drawing Unit 1 


A 12-drawer cabinet and draw 





ing table combination is the newest 

addition to the Flex-Master line of 

F space-saving, multi-student drawing 
units by Stacor Equipment Co 

The new model consists of two 


- wood-topped drawing boards, each 





with a drawer, flanking a ten-drawer 
steel cabinet 


Christmas Albums 2 


A warm and appealing selection § of 
Christmas cards is available in two new 
books by Newbury Guild. They include 
the “Silent Night Religious Collection 
and the “Newbury Guild Collection.” The 
cards are available from eight regional 
printing plants to assure customers of 1m- 
mediate personalization and delivery on a 





24-hour service basis 


Palette Color Guide 3 


Craftint Manufacturing Co. is 


@ offering a mew Muix-N-Match 
© < een een? eee ee Color Palette Guide that helps 
<< Sie RE the amateur to paint like a pro 
=> <HRCeeREReTmeeemt fessional. The guide is based on a 
professionally selected palette of 
¢ . eight most popular oil colors. A 
& 


practical lesson in color theory 
m ae — is painted on the reverse side 
re] The chart, priced at 50 cents, 
is offered free with purchase of 
Craftint’s “Starter Oil Painting Outfit 


Reference Calendar 4 


Eaton Paper Corp. offers decorative 


home or office reference calendars with a 














ample space for reminders of every soaps 

kind. % 
The Nascon “month at a_ glance” i 

wall calendars are Wire-O bound and § i 


printed in sepia and green. Past and 
next month’s calendars are visible on 


each page. The calendars retail at $1.25 ee 


Carbon Paper, Ribbons 5 
A new “Statesman” line of carbon 
papers and typewriter ribbons has 
been announced by Write, Inc. The 
new carbon papers are described as 
x bE. made from 100 percent rag carbon- 
soni a izing tissue, with coatings prepared 
~ Ne from the finest dyes and waxes. The 
ribbons are made of choice pima 

cotton, wrapped in foil and packed in re-useable plastic boxes 
The company says its new line will be marketed through 


ad 
od. Pe 


selected office supply dealers under a close working arrangement 
with the parent company’s sales organization 


14 





Electric Adding Machine 


A new 71/-pound electric adding 





machine, no bigger than a telephone, g So 
has been introduced by Underwood = 
Corp. Called the Add-Mate, the new 
machine is 5 inches high, 7 inches 
wide and 9 inches long and is avail \ 
able with a luggage-type carrying 
Case 
The new machine, retailing for $168.50, adds, subtracts 
multiplies, sub-totals, corrects, repeat adds and subtracts id 
totals up to $999,999.99 
Checkwriter 7 
iad The Superior Checkwriter is being 


offered 


in a choice of three decor- 


ator colors gray 


green or tan. The 
type checkwriter 


prints and perforates with a capacity 





able 


New Label Package 

Superdex roll labels of The Wat 
shaw Manufacturing Co. are now 
being packaged in a newly designed 
red, white and blue box for quick, 
six-side recognition, ease of handling 
and convenient storage 

Newly perfected perforations per- 
mit smooth, easy detaching of la- 
bels and die cut holes on two sides 
of the box reveal the label’s color. 
Seven colors are available 


Triangle 


sll (t full size, office 
* 
> 
a» 


of $9,999.99. It 


typewriter called 





Alvin & Co. has 


able ‘Triple-Angle’ 


is unconditionally 


guaranteed for one year 

Superior Typewriter Co. also has 
introduced a lightweight, light touch 
the Montana Port- 


9 


designed a service- 
triangle which 


utilizes the functions of three triangles 
and has built-in slot lettering guides 


Made of 
Triple-Angle”’ 


transparent plexiglass, the 
is equipped with a con- 
venient lifting knob and is supplied in 


polyethylene protective wrap, individual- 


ly boxed 


The 8 


size 1s $2.75 and 


the 10” size, $3. In fluorescent plastic, 


the price is 25 cents higher 


Motel Safes 


Protectall Safes has annnounced 
three new models specifically de- 
signed to solve the record and cash 
protection problems of motel opera- 
tors 

Called the Highway Bank, High- 
way Fortress and Highway Vault, 
the safes are available with batteries 
of from three to 12 key locking guest 
lockers numbered consecutively 


(Continued on 


page 50) 
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This typewriter 


is’ different 





You can sell the entire Jeullt 


Here it is—the most remarkable new typewriter 
line in 50 years, with dealerships available in 
many key cities. What’s it to you? Just this: 
seldom can a dealer get in on the ground floor 
and ride to the top with a fast-selling line that 
offers immediate and extensive national adver- 
tising support. Now you have that rare oppor- 
tunity! Be in at the start of a complete selling 
line! Backed by DeJUR, the fastest growing 









name in office equipment, this new line is win- 
ning customers with its superior performance. 
Sales records and profit margins soar wherever 
it’s introduced. 

We’re giving four brilliant typewriters the 
same power promotion that zoomed DeJUR’S 
Stenorette from a newcomer to the nation’s 
fastest selling dictating machine in just two 
years ! Now is the time to get moving, 








vin- 
nce. 
ver 


the 
IR’S 
n’s 
wo 


Handsome and practical design is only one of a 





fistful of saleable features to make your take- 
home profit really jump. Matchless West German 
workmanship has created a carriage action that 
results in incredible speed on all models. Precision 
workmanship is also responsible for the light, 
responsive touch and a write so beautiful you will 
be proud to demonstrate it. We’ve also added extra 
sales features like the Memory Switch, Golden 
Rule and ninety-two characters to meet more 
office requirements. (See other important fea- 
tures on the next page.) 
In speed, in touch, in range of performance... 
DeJUR-TRIUMPH is expressly designed to surpass 
all others. Its totally new design and easily re- 
movable carriage simplify service problems, too. 
For more complex servicing, company operated 
Service and Training centers are already set up 
in New York, Chicago and Los Angeles. In fact, 
design, performance and craftsmanship will 
make DeJUR-TRIUMPH the greatest new profit- 
line in your business. 


for immediate 
information on how 
you can geta 
dealership... 


call or wire collect 


Available “wired for sound” to operate famous 
Stenorette dictating machine from keyboard. 


STANDARD. 


Lightning response and soft touch save hours 
of labor ... get letters out on time. 


line starting right NOW ! 


Combining exceptional light weight with all 
big typewriter features, 
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these 


differences 


deliver 


More 


typewriter 


sale 


for you! 
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| STORE NAME 
ADDRESS, 
| CITY. ZONE 
| STATE 
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Difference in speed: 


Precision carriage action of all models 
means speed and hairspring accuracy. 
Powerful hysteresis motor on electric 
maintains constant speed, assures uni- 
form torque and almost silent operation. 
Most easily removable carriage ever de- 
signed—makes service incredibly quick 
and simple on all models. Paper injector- 
ejector lever works instantly in one action 
on electric and standard. 


Difference in touch: 


The electric’s hysteresis motor and the 
standard’s unique ball-bearing bell crank 
lighten touch, eliminate finger fatigue. 
Adjustable touch lets typist work up grad- 
ually to greater speed. 

Typewriter floats on wide grip-action 
rubber feet for steady, cushioned action. 


Difference in performance: 


Right from the keyboard — electric and 
standard operate famous Stenorette dic- 
tating machine with just two keys. 


Clear, print-like characters (famous 
Ransmayer type) give letters the look of 
stature and success. 


Non-glare finger-molded keys. 


5 different line spacings with corrective 
half spacing for uniform margins and 
error control. Speed Lever clears all tab- 
ulator stops without moving carriage on 
all models. Memory Switch shuts off elec- 
tric motor automatically 4 minutes after 
you stop typing. No more wasted electric- 
ity! Golden Rule on standard and electric 
guides pencil in drawing straight lines 
both vertical and horizontal. 


© DeJ UR-Amsco Corporation 1958 
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ie last group of individuals in 
the country who would take 
kindly to being called something as 
high toned” as traveling professors 
are the salesmen of our industry, 
company men and manufacturers’ 
representatives alike. Yet, that’s just 
about what they are, and dealers are 
their pupils. 

That is, you should be the pupils. 
Of course, the best professors in the 
world have for a long time been 
saying that they don't teach — rather, 
the pupil has to learn. So it’s up to 
you 

The point is that a wonderful 
thing has happened in recent years 
American business world, 
and you should be taking advantage 
of it if you care to be numbered 
among the alert retailers of stationery 
and office equipment. 

The salesman who calls on you 
today is of a different breed than 
he was not many years ago. He is a 
specialist, a man who knows many 


in the 


tight answers to your vital prob- 
lems. Truly, he is a traveling pro- 
fessor. Maybe he didn’t used to be. 
Maybe he used to be an order taker. 
Maybe it used to be a wise decision 
to spend as little time as possible 
with the man. If you do this today, 
though, you're just giving yourself 
a short course in the long and vital 
subject of retailing. 

What has happened is an old 
story. In war years there was little 
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/n my Opinion 


TRAVELING PROFESSORS 


to sell and during the post-war short- 
age period it wasn’t necessary to sell. 
Then suddenly products were plenti- 
ful and the demand fell behind. 
Now it was time to sell and the 
manufacturers didn’t have the people 
who knew how. 

But business didn’t sit idly by. 
What has been done is what has 
made today’s salesman different. 
Companies which had scarcely heard 
of training started extensive pro- 
grams for their salesmen. College 
recruiting programs which previous- 
ly had combed the country with 
assembly-line efficiency for  en- 
gineers and finance personnel started 
going to sales and merchandising 
people. 

The “professor” who calls on you 
is bound to be better today. His 
background is bettter, on the average. 
The formal training he gets is more 
thorough and pertinent. His guid- 
ance is constant, and his inducement 
gratifying. This good man who calls 


on you also calls on other stores just 
like yours in other localities. He 
learns wherever he goes, and he’s 
trained to pass on to you the know- 
ledge he gathers. He will do this 
if you give him the chance. 

Sure, there are some salesmen who 
don’t come up to the standards set 
by the vast majority. There are those 
who care only to sell, not to help. 
Believe me, though, they are rapidly 
reducing their own number. 

Why not give today’s salesman 
a real try the next time one ts an- 
nounced. Put aside all your work 
and give him the time he needs to 
present his ideas. Invite him to help 
with your merchandising problems. 
And then, when he’s gone, take five 
minutes to analyze what you, the 
pupil, have learned. 

It's a great way to learn, for the 
professor comes to you. You don't 
have to buy to be fair with him, but 
you have to listen to be fair with 
yourself. 


Kaceld O Shaves 
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This Texas dealer used hanging 
files as a leader to boost sales of all 
filing supplies 200 percent 

in the past two years. Read how 

he got his foot in the door with 
many new accounts 
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Mr. Forke and his secretary team up to show a prospect the difference 
between hanging files and the conventional folders. 


“SHOW HOW” Means “‘SELL MORE”! i: 


gone Kingsville Office Supply, 
Kingsville, Texas, has increased 
the sale of filing equipment and 


store. Volume continues to mount, prospect, through a floor display or 


shelf display, Mr. Forke guides the 
customer to the file cabinet. He pulls 


month after month, as more people 
become acquainted with the system. 


supplies more than 200 percent dur- “There is no substitute for demon- out a drawer of the hanging files 
ing the past two years, by utilizing  strating to sell,” Mr. Forke explains and another of the folder files. He 
the basic and simple formula: Demon- “And there is no line that lends itself lifts out one or two units of the 


strate and sell. 

When Charles Forke bought the 
long-established stationery and office 
equipment business two years ago, 
he found a lot of c’] and shopworn 
merchandise and, surprisingly, among 


more naturally to demonstration, be- hanging file and shows the prospect 
how easy and simple it is to find 
whatever papers he needs. Then he 
replaces them and, with the customer ‘ 
watching, pores through the folder 
file and removes papers. 


cause the comparison between hanging 
files and the old folder system is so 
easy to make. The most hesitant pro- 
spect can see it and appreciate it.”’ 
The first thing Mr. Forke did, 





this was a small stock of hanging 
files. 

He moved much of the older 
merchandise at almost any price to 
clear it out, but not so the hanging 
files. He knew this was a new item 
representing a practical trend in fil- 
ing systems. Instead of cutting the 
price and trying to clear his store of 
hanging files, he ordered more — 
and carrying racks to use with them 
in setting up the new type filing 
system. 

Then he began talking and selling 
the hanging file idea. It has proven 
to be the most spectacular line in the 
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after his additional stock of hanging 
files arrived, was to set up a. filing 
system of his own, using the new 
system. His office actually is a part 
of the sales floor, and his four- 
drawer cabinet is in the open where a 
customer can see it and get to it 
without feeling he is intruding. 

The new filing system was set up 
in two of the four drawers and the 
folder system was retained in the 
other two drawers. Thus the dealer’s 
own filing cabinet became a practical 
and convincing demonstration tool. 

As soon as he is able to arouse any 
appreciable interest on the part of a 





The contrast is impressive and the’ 


prospect usually warms up at once. 
If Mr. Forke does not already know 
the nature of the prospect's business, 
he makes inquiry. Upon learning what 
use the prospect makes of files, Mr. 
Forke shows him, step by step, how 
he can adapt the hanging files to his 
own use. 

Interest in the filing system 1s 
created within the store by a small 
table display near the center of the 
sales floor. It consists of a frame 
used inside the cabinet to convert to 
hanging files, plus a number of carry- 
ing racks hanging from the frame. 
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The display arouses interest and 
questions from customers 
come in for some other 
purchase. This curiosity gives Mr. 
Forke a natural opportunity to show 
the prospect his own filing cabinet, 
with both systems in use. 

Carrying racks displayed on merch- 
andise shelves also are a factor in 
arousing curiosity in the new system. 

When Mr. Forke calls on a pro- 
spect, he usually carries a small frame 
and several of the hanging file fold- 
ers with him. If a prospect is in- 
terested in an adding machine, for 
example, Mr. Forke goes to his office 
with at least two adding machines, 
unless the specified 
exactly what he wants. But he 
also carries with him his demonstra 
tion unit of hanging files. 

By the time he has finished with 
the adding machine deal, the pros- 


inspires 
who have 


customer has 





pect’s curiosity most likely has been 
silently aroused by the filing units. 
Whether it has or not, Mr. Forke 
then tells the customer he has a new 
idea in modern filing that he wishes 
to explain. It takes only four or five 
minutes extra to demonstrate the 
hanging file idea. 

In many such cases, he adds to the 
size of the sale by selling the new 
filing system. If there is no sale at 
the time, it may come later. 

Average sale of the hanging file 
supplies runs to $40 or $50, Mr. 
Forke says, not including a new filing 
cabinet. 

“The sale of file supplies, however, 
is a natural lead to the sale of 
filing cabinets,’ he stresses. “If the 
files into which the new system is to 


new 


be installed are old, the customer ts 
inclined to follow our suggestion and 


buy new cabinets. If not, he comes 


in the Filing Field 
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This permanent dis- 
play near the cen- 
ter of the sales 
floor helps create 
interest in hang- 
ing files among 
store visitors. 








to us periodically for filing supplies, 
and that means that when he is even- 
tually in the market for a new cabinet, 
we are first in line for the sale.” 

Since making a leader of the filing 
system, in so far as the office supply 
department is concerned, this firm has 
increased volume in practically all 
office stationery and supply lines. The 
filing system has been a means of 
introducing customers to the 
store and a door-opener to additional 
offices on the outside. 

A few months ago, for example, 
a stranger came into the 
some file jackets. Mr. Forke showed 
him the hanging files, and eventually 
sold him the supplies for the system. 
He came in periodically after that or 
telephoned for additional file folders 
for his new system. He soon was on 


new 


store for 


first name terms with Mr. Forke and 
obviously was depending on the store 
for his routine office needs. 

The other day he came in and 
bought a wide-carriage type 
writer. 

“We probably wouldn't have had 
even a chance at that sale if we had 


new 


not interested him in hanging files,’ 
Mr. Forke points out. 

As a service to further the pro- 
motion of supplies after the initial 
sale for a new filing system, Mr. 
Forke generally goes to the office of 
the new customer and not only ex- 
plains it to the file clerk but also 
assists her in starting to convert from 
the old to the new system. 

“There's nothing to the 
sion,’ Mr. Forke says. “It really isn’t 
necessary to help anyone. But the 
mere fact that we do go and help 
impresses the customer and makes 
him remember our store when he is 
ready to buy more filing supplies or 
other office equipment.”’ 

Such heavy emphasis on hanging 
files might be expected to result in 
fewer sales of regular file folders, 
but this is not so, according to Mr. 
Forke. Instead, the sale of 
actually has shown a substantial in- 
crease during the past two years that 
the store has used hanging files as a 
leader. The reason: ‘““We recommend 
the regular file folders for use in pre- 
paring files for storage,” Mr. Forke 
explains. “As the hanging files be- 
come outdated, the contents should be 
removed and stored, and regular file 
folders are ideal for that.” 


conver- 


folders 
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A press clipping bureau uses three copying machines to produce more than a thou- 
sand clear, flat, non-fading copies of important clippings each day. 
(Courtesy Copease Corp.) 


A survey tells dealers what’s expected 
of them — and what to expect of the 


future — in this fast-growing field 


Your Future With 


Qiles of copying equipment ig 
\/7 American business are expected 
to top the $200 million mark ip 
1958 and the saturation point js 
nowhere in sight. One manufacture 
foresees a ratio of one copying ma. 
chine to every three or four standard 
typewriters in the offices of the fu. 
ture. 

A building as large as the Empire 
State Building, it is said, will one 
day have well in excess of 1,000 
copying machines among its tenant 
offices. Today, there are no more 
than 50 in the entire building. 

The dealer who fails to investigate 
copying machines is missing out on 
one of the industry’s most exciting 
new product stories. 

There are some dealers who took a 
copying machine franchise three or 
four years ago and now do more than 
half of their volume in copying 
machines and supplies. Sales of office 
copying equipment have increased to 
such an extent that today they repre- 
sent a sizeable portion of many an 
office equipment dealer's income. 

One manufacturer says that in 
every case where a dealer followed 
two simple selling rules, the volume 
of business so increased as to require 
a serviceman and additional  sales- 
men, and the copying machine depart- 
ment became one of the most im- 


Copying Machines 





How to get 


IN BRIEF @ and keep a Specialty selling by separate man or 


franchise department. 





@ The market — Fabulous, growing by leaps and bounds. 


(OPY ING @ Uses New ones found every day. 
MACHINES @ How to sell Direct mail and demonstation. 
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Gummed and perforated copy paper is available for one 
Address lists can be automatically copied to make 
as many as 150 mailing labels per minute. 


machine. 


(Courtesy Minnesota Mining and Manufacturing Co.) 


portant departments in the store. 


“We believe,’ this manufacturer 
states, “that in another few years 
photocopy equipment and supplies 


will be sold by the average dealer 
just as pencils are being sold today.” 

What are these 
that are working a minor revolution 
in offices throughout the country? 
The desk top or table top copying 
machines are of three main types, all 
of which operate without a darkroom 
to produce black on white copies of 
an Opaque original. 


“miracle machines” 


A compact, 


company. 


14-pound machine for ‘‘point-of-need’’ copying 
was introduced this spring to retail within the portable type- 
writer price range. At right is a larger machine by the same 


1. Photo transfer machines are pro- 
duced by about a dozen companies. 
This process involves a transfer of 
the original image to a negative and 
then from the negative to a sheet of 
copy paper in a chemical solution. 
Virtually all visible marks are repro- 
duced and most machines of this type 
provide for both exposure and pro- 
cessing in the same unit. A single 
copy is produced in as little as 15 
seconds by some models at a cost of 
8.5 cents. Copies are usually damp 
and require a brief drying period. 


just processed. 


(Courtesy Eastman Kodak Co.) 
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A brief-case shaped, portable copying machine can be plug- 
ged in anywhere to make photo-exact copies from books or 
documents in 30 seconds at a cost of 11 cents a page. 


(Courtesy F. G. Ludui Inc.) 


Retail prices for the smallest models 
of this type range from $160 to $395 

2. Photo gelatin copiers, made by 
two companies, use a sensitized matrix 
from which multiple copies are made. 
The first 
copies from the same matrix would 


copy costs 9 cents; five 
cost about 2!1/, cents each. Virtually 
all visible marks are reproduced on 
a dry copy in less than a half minute 
The smallest 
now retails for just under $100 


machine of this type 


3. Infra-red machines, which do not 
employ a photo-chemical process, have 





Important incoming correspondence at a technical plant 
photocopied for fast distribution to key personnel. 
retary is peeling the negative from the positive of one page 


The sec- 


(Courtesy Peerless Photo Product Inc 
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been developed by one manufacturer. 
Heat developing is employed to trans- 
fer the original image directly to 
sensitized copy paper without a nega- 
tive or matrix. Inks or markings 
which do not absorb heat will not re- 
produce. Letter-size copies are pro- 
duced in four seconds at a 
4.5 cents each. Retail price of the 
smallest model is $299. 

All of these machines are recom- 
mended for economical reproduction 
of from one to ten copies of an origi- 
nal document. Many of the units can 
be adapted for special purposes. 
Several have flat-bed models for copy- 
ing from books. At least one machine 
has a roll adapter for continuous 
feed. A number of manufacturers 
supply copy paper in various colors 
for office coding. Some of the 
machines produce masters for volume 
reproduction on other equipment. 

In addition to these three types of 
desk models for copying from opaque 
originals, there are larger machines 
employing different processes. The 
diazo or whiteprint process prints 
from a translucent master and _pro- 
duces copies for as little as 1 cent 
each. Reflex film is available for 
copying opaque originals by this pro- 
cess. More expensive electronic units 
also are available which can produce 
masters or stencils for almost any 
duplicating process, as well as make 
single copies. 


cost of 


The field is still developing and 





hardly a month goes by in which a 
new model or an improved model is 
not introduced. A new, plastic throw- 
away cartridge simplifies one process. 
Another scientists are 
working now toward the day when a 
copy can be made in just a fraction of 
a second. Each type of machine is 
finding its place in American offices 

one may fit in as part of a system, 
another is suitable for 


executive says 


internal use 





Copying Machines 


(Continued from preceding pages) 


Larger model copying machines, with 
wider throats like this one, can copy 
material up to 183,” wide and any 
length. 

(Courtesy Cormac Industries, Inc.) 









































in a large office, and still anothe 
can be put to broad use in a one-may 
office. 

A survey of manufacturers by 
MopERN STATIONER AND OFFIC 
EQUIPMENT DEALERS answered many 
questions about copying machines and 
left a few questions for the future 
For instance: Will there be a trend 
to standardize supplies for machines 
of the same process? Will it become 


While not a desk top 
machine nor truly o 
photocopy machine, 
this diazo white 
printer and others 
like it are especially 
suitable for office 
systems use because 
of the low cost of the 
sensitized products 
required. 
(Courtesy P & H Sale 

Corp.) 








make 


manufacturers 
reproduce material 


A number of 
copiers that from 
books without removing the pages. 
This combination exposer and printer 
makes copies up to 81/2.” by 14”. 

(Courtesy Copease Corp.) 
MODERN STATIONER, 
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This machine, with an at- 
tractive and durable stain- 
less steel finish, is designed 
for the small and medium- 
sized office with a moder- 


ate amount of copying 
work, 
(Courtesy Hunter Photo- 


Copyist, Inc.) 


feasible for dealers to handle several 
different types of copiers as they now 
handle both spirit duplicators and 
mimeograph machines? Will trade- 
ins, in time, tend to blur the distri- 
bution pattern? Each process has its 
advantages and, to fill every need, it 
may become necessary for a dealer to 
carry more than one line. 

Even the dealer who does not sell 
copying machines has become aware 
of their growing popularity. Machine 
users want to make sure that the 
rest of their office supplies are com- 
patible with the unit they have select- 
ed. They want pens, pencils, inks, 
forms, carbons and ribbons that carry 
or will produce marks which their 
machine can copy. It may have been 
a case of “the tail wagging the dog”’ 
several years ago, but now writing 
instrument manufacturers are paying 
attention to this aspect of the copying 
field. Last year a pencil company pro- 
duced a reference chart, listing recom- 
mended pencils for use with the var- 
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Synchronized opera- 
tion of this photocopy 
machine permits the 
original copy and 
photocopy paper to 
be inserted only once, 
rather than twice, as 
in some other copiers. 
(Courtesy Amey 


ican 
Photocopy Equipment 
Goa.) 


ious makes of copying machines. 


Most of the major copying machine 
manufacturers have their own regional 
sales offices in a few larger cities 
and a network of dealers in other key 
cities around the country. One firm 
says its dealer organization grew from 
four to more than 170 in a period of 
less than four years. Another com- 
pany sells only through dealers, ex- 
cept in its home state where the firm 
maintains its own outlet for the sake 
of doing market research without in- 
terfering with any dealer's operation. 
The greatest number of authorized 
dealers claimed by any one company 
is 350 in the United 
Canada. 


States and 


“We are quite well represented by 
dealers in the top 100 cities,” one of 
the leading manufacturers writes, “but 
even in these areas we have openings 
from time to time. In markets from 
this point down to about 50,000 
there may or may not be a dealer, 
but applicants from these areas are 


generally quite interested in our pro- 
position. 

A franchise is valuable not only be- 
cause of the “fabulous’’ market for 
copying machines, but also because of 
the supply business that follows the 
sale of a machine. The customer with 
a machine needs a steady supply of 
sensitized paper, and probably dis- 
pensers, developing solutions, trays, 
bottles, matrix paper and chemicals. 

“The average machine sale,” says 
one company, “will deliver an annual 
supply business of approximately 
twice the cost of the machine. This is 
like the Gillette razor deal; your 
business pyramids substantially with 
every machine sold and this can con- 
tinue to the point where the supply 
business alone after a few years will 
become a major source of income for 
the dealer.” 

With another line, it’s estimated 
that the profit from supplies in one 
year will equal the profit made on the 
machine. It has happened, however, 
that the profit on supplies equaled 
the profit on the machine in the 
first month of operation. 

Manufacturers are 
one point how to sell copying 
machines. They all say it takes a 
demonstration in the office of the 
prospect. And how do you find the 
prospects? Direct mail is the most 
frequently recommended method. 

Here are a series of answers to the 
question, “What is the most effective 
way to sell copying machines?” 

“Tt is well known to us that the 
really successful dealers are those who 
use trained specialty salesmen, making 
outside calls on a day-in and day-out 
basis, . .” 


unamimous on 


* 


“Invariably the dealers who have 
done the best jobs of merchandising 
this equipment are the ones who rely 
heavily on direct mail efforts to pro- 
duce leads for them, and then follow 
up these leads immediately with 
personal calls and demonstrations of 
the equipment. 

* 

“We are definitely of the opinion 
that the most effective way to seil 
copying equipment is by demonstra- 
tion in the customer's own office. 
There is no substitute for showing a 
man how a copying machine can save 
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him time and money in_ his 
office, on his own work. 

“In every case, the key to successful 
merchandising seemed to level itself 
off to two basic 


own 


common denomin- 
ators: a) a specialty salesman was 
employed to handle this line alone, 
and b) a consistent newspaper space 
advertising and direct mail program 
was used to secure leads. The conver- 
sion rate from leads to sales varied 
between 20 and 35 percent.” 
* 

“We cannot say that the average 
office supply and stationery store has 
been successful in handling photocopy 
equipment,’ says another manufac- 
turer, “but we have a few exceptions. 
In each case, however, there was an 
individual or department which did 
specialty selling and understood the 
value of giving a good demonstration 
in the prospect's office, and the value 
of servicing the equipment. Only the 
dealers who have taken the time to 
learn the product and who know the 
importance of demonstrating at the 
customer's office have been successful. 
Demonstration is the most effective 
method. This equipment cannot be 
sold from a book. Mail leads are 
found to be more lucrative than news- 
paper and other types.” 





much to broaden the market 





WHAT THE CUSTOMERS SAY 


Word of mouth testimonials from satisfied customers are doing 
for office 
a sampling of customer comments. 

“We save approximately 30 hours of work a week 


“At the end of a three-day trial period we were so impressed 
we decided we couldn’t do without it 


“Our copier is doing the work of one full-time employee for the 
cost of about $60 worth of supplies each month . : 


“The saving in stenographic time is immeasurable . . .” 
“It’s like having an extra girl on the staff 


“We figure the savings in copying and correspondence paid 
for our copier within the first 45 days .. .” 


“Like us, every high school will eventually have one 
Jy 1g 


“Experience has proved that the 
most effective way of selling photo- 
copy equipment is by demonstration. 
A demonstration in the office of a 
potential user graphically illustrates 
the value of the machines. Another 
outstanding help in the marketing 
of this equipment has been the usc 
of direct mail, both on a national! 
basis by the parent company and on 
a local basis by the distributor.” 

This advice of the manufacturers 
is borne out in comments by dealers. 
One dealer has a rule for his copying 
make a dem- 
onstration on every call. This same 
dealer tells of sales resulting from up 
to 65 percent of his direct mail returns. 
Returns may be as low as 2 per- 
cent, depending upon the mailing 
list, but this may be perfectly satis- 
factory if more than half of the in- 
quiries bring sales involving first- 
year profit of about $200 cach on 
the machine and supplies. 


machine sales people 


Prospects are everywhere because 
new uses for copying machines are 
continually being discovered. 


There are general applications 
which are common to many kinds 


of offices when copies are needed in 
a hurry, when the original is a sketch 
or diagram, when several people have 


copying machines. Here's 
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to see the same letter or when the 
original must be kept in the files o 
in a library. There also are specific 
applications such as a continuous roll 
adapter for the oil industry to copy 
seismographic charts and the school 
machine for producing transcripts of 
student records. 

Most manufacturers are able to pro- 
vide dealers with a_ thick booklet 
listing applications that have been 
made successfully. Time and money 
saving uses have been found for 
copying machines by railroads, hotels, 
hospitals, motor freight carriers, in- 
surance companies, realtors, libraries, 


attorneys, educational _ institutions, 
engineers, accountants and many 
more. 

Doctors, dentists and others use 


them for billing. Accountants use 
them for tax returns. Portability is 
a feature of value to attorneys and re. 
search who wish to copy information 
outside of their own offices. Banks 
have used copiers to produce duplicate 
copies of signature cards for branches, 
The government has ruled that photo- 
copies of tax forms prepared in 
pencil may be submitted. A leading 
philatelist uses a copying machine so 
that he need not send out rare stamps 
on approval to collectors. The aver- 
age office can use a copier to re- 
produce letters, memos, invoices and 
bills of lading. In large offices, the 
machines have become an_ integral 
part of systems and paper flow. 

Three years ago when one manv- 
facturer brought out a new  table- 
top machine, the available supply of 
machines and copy paper was sold 
out in 48 hours. A different firm 
says its sales have tripled during the 
past three years and “we expect to 
repeat this record in the next three.’ 
A dealer says his biggest problem 
during the business slump has been a 
six-weck backlog of orders. 

Customer demand for copying 
cquipment is still great in a temporary 
business slump, it’s been said, because 
“any machine that saves a substan- 
tial amount of time and money re- 
ceives management's special consider- 
ation” at such a time. 

Everything considered, it’s no won- 
der that dealers are interested, manu- 
facturers are optimistic, and the 
market is termed “fabulous.” 
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Now is the time for all good men to 








Fix your sights on the inevitable upturn, 
Dr. Cross says, and become a better psy- 
chologist in dealing with customers if you 
want to speed the return of good times. 








By Gordon B. Crors, Ph.D. 


Consulting Editor 


|' would be an easier world if all 

businesses were depression-proof, 
but that is not the way things are. 
Some kinds of merchandise, such as 
food, staple items of clothing and 
even staple office supply items, are 
less affected by fluctuations in the 


business economy than are other 
kinds, 
But whether we like it or not, 


prospective purchasers of new or re- 
placement office equipment tend to 
delay their decisions when the future 
is uncertain. Repair service may pick 
up, and cost-cutting features of some 
equipment may actually increase sales 
of certain items, but these are the 
facts of life in business a down- 
swing in the business cycle does affect 
the stationery and office equipment 
dealer. 

If all Americans had been prepared 
to accept a temporary downturn, it 1s 
probable that the current recession 
would already passed into 
history. There are none of the ele- 
ments present which tend to make for 
a long period of depression. If the 
temporary setback becomes deeper, it 
will be because we talk ourselves into 
believing that it has to be that way. 
This recession was started by neces- 
sary readjustments in debt-financing 
at the national level. It has been 
prolonged by the psychological effects 
of over-publicizing the first slight 
slowdown. 


have 


The trouble will end when the psy- 
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chological reasons have been removed. 
Therefore, we must all be better 
psychologists in our dealings with 
customers and the general public. 

There are several approaches to the 
problem of getting out of a recession. 
“Hard-sell” and ‘‘ought-to-buy’” are 
two conspicuously negative approaches 
to the problem. 

Finding it hard to sell and using 
“hard-sell” are not at all the same 
thing. We must sell all we can, but 
not at the expense of our customer 
acceptance and confidence. “Hard- 
sell’ is a slogan or technique that 
implies an over-eager and over-aggres- 
sive manner. If more subtle methods 
of “‘soft-sell’’ have worked well ir 
the past and we make drastic changes 
in our selling methods now, our hard- 
won customer relations are almost 
sure to suffer, ‘‘Hard-sell’’ has its 
place and may prove effective for 
short periods, but it is not a magic 
formula for living 
sion. 

Another negative approach receiv- 
ing much attention is the “‘ought-to- 
buy” campaign used in the automobile 
industry. The fallacy of this ap- 
proach lies in the fact that nobody 
owes any business to anybody else 
just for the sake of making the wheels 
turn. Asking a customer to buy be- 
cause it will help your business is like 
asking an employer for a job because 
you need an income. Instead of being 
good for business in the long run, 


through a reces- 


ICCENT THE POSITIVE 


the ‘‘ought-to-buy” campaign focuses 
attention on the problem. 

What, then, are the positive 
approaches? There are three 
which can be examined here, 
and they can all be applied at 
the same time. 

1. Item promotions offer a short 
range attack on the problem. It has 
been found that by concentrating ef- 
forts on one item at a time, it is pos- 
sible to make more potential customers 
aware of the item and to translate 
more wants into actual sales. There 
is good reason to believe the item 
technique will be effective at this 
stage of the recession. We know there 
is strong underlying customer demand 
and purchasing power. 

2. Another kind of 
proach would not produce such 
dramatic results but should have ex- 
cellent effects in the long run. It’s 
merely this 
moves and your 
have liked in the past and do them 
again 


positive ap- 


recall all the promotion 
services customers 
. only better than before. 
This is another way of saying that it 
will pay off to continue all those 
practices which have proved success- 
ful in the past. This approach will 
help a dealer to live with the reces- 
sion, rather than trying to bounce 
out of it all at once. The dealer who 
has built satisfactory customer re- 
lations will be the one most likely to 
help himself and business in general. 

3. The final positive suggestion 
is broader. Instead of selling merch- 
andise with “hard-sell’ tactics, go out 
and sell confidence with the same 
kind of vigor. Refuse to take part in 
dismal discussions of 
ditions. 


business 
News stories on conferences 
like this may be doing more harm to 
the economy than any other kind of 
activity. Go out and make headlines 
of your own. Make a speech when- 
ever you can in which you assert your 
faith in the American economy and 
its future growth. 

The way out and back is clear. Do 
as the song says: “Eliminate the 
negative,’ and with it will go the 
recession. 


con- 
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Two men can work easily inside the 
special truck body. Power tools and a 
large air compressor are carried in the 
| truck to assure quailty work. 


| H.G.BANCROFT, ne 


i 







YORK and LANCASTER 


ROYAL 
TYPEWRITERS 


Use of two mobile repair shops like 
this one has increased contract mainten- 
ance business on office machines 1,000 
percent in 12 years for H. G. Bancroft, 
Inc. The firm services 3,000 machines 
a year in this manner, most of them on y 
a yearly contract basis. ” 
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12-year increase of 1,000 percent 
£*% in the contract maintenance and 
repair of office equipment has been 
achieved by H. G. Bancroft, Inc., with 
stores and offices in York and Lan- 
caster, Pa. In the same 12-year period, 
Bancroft has achieved a new stability 
in its annual maintenance business 
that permits greater efficiency and 
economy. 

The firm opened its doors for busi- 
ness in York in 1910 and in Lan- 
caster two years later. But it was not 
until 1947 that company officials de- 
cided to try what was then a new 
idea in office equipment maintenance. 

Before 1947 Bancroft had been 
servicing typewriters, calculators and 
other office machines in the conven- 
tional fashion. A repairman would 
visit the customer’s office with the 
usual bag of tools and parts in his 
hand. He would dismember, repair, 
clean and polish the machine on the 
spot. If the work was too extensive, 
he would either carry the machine 
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Contract maintenance work on office equipment has 


increased tenfold since H. G. Bancroft, Inc., began 
using a mobile repair truck 12 years ago. The idea 


worked so well that a second unit has been added 


back to the shop or have it picked 
up. 

Then in 1947, Bancroft put a 
truck on the street with a 12-foot 
“Merchandiser’’ type, walk-in body. 
It was equipped with hand power 
tools, a work bench, and air com- 
pressor, bins and cabinets for parts. 

The truck would park adjacent to 
the offices of a customer, jack a 
power line into the firm’s electrical 
supply and repair the customer's 
machine on the spot. Maintenance 
business began to boom. Customers 
appreciated the superior work they 
were getting on their machines. 

“In the truck we can clean a type- 
writer thoroughly,” explains Walter 
Durham, Bancroft vice president. ‘‘No 
hand brushing can compare with a 
blast of clean air from a compressor. 
We use power tools for polishing 
and we carry a stock of high-mor- 
tality parts for every kind of type- 
writer and calculator on the market. 

“There’s just about nothing we 





Interior view of the truck shows heavy work bench. Bins and cabinets on the op- 
posite side carry parts and a few office supplies for customer convenience. 
(Photos courtesy Boyertown Auto Body 


Works) 






don’t do to equipment on the truck 
except rebuild it from the frame up. 
We cover emergencies like that by 
giving the customer one of the loan- 
ers we Cafry on our truck and taking 
his equipment back to the shop. No 
time is lost. The work is done right 
and the price is no higher than a con- 
ventional repair shop would charge.” 

H. G. Bancroft, Inc., covers all 
of Lancaster and York counties. 
Up to a year ago, it had no competi- 
tion in its unusual maintenance 
operation. One other company is do- 
ing this kind of work now, but on 
a much smaller scale. 

Bancroft has two trucks in opera- 
tion, a 1947 Chevrolet in York and 
a 1957 Dodge in Lancaster. Both of 
these units have the same type of 
body and the older one has been in 
operation constantly since 1947. Be- 
cause of the strength and adaptabil- 
ity of the interior walls and floors 
in the special body, Bancroft was 
able to fit them easily with heavy 
work benches, cabinets and heavy 
duty air compressors. 

Two men can work comfortably 
and efficiently, seated or standing, 
inside the truck bodies. They have 
power drills, polishers, compressors, 
loan machines and thousands of 
parts within easy reach. 

In addition, each truck 
limited quantity of carbon paper, rib- 
bons and other supplies for the con- 
venience of Bancroft customers. Up- 
wards of 3,000 office machines are 
serviced by the company every year 
Most of this work is done under con 
tract in a way that permits the firm 
to schedule the operation of _ its 
trucks for months in advance. Only 
extremely adverse weather keeps the 
trucks off the streets. 

Bancroft’s two stores, at 33 S. 
Duke St. in York and at 202 West 
King St. in Lancaster, distribute the 
same lines of new typewriters, add- 
ing machines, calculators and dupli- 
cators. They also retail a variety 
of rebuilt typewriters of every make. 
The Bancroft name is widely known 
in this area, too, for its compre- 
hensive office planning and its full 
line of office furniture. 

Bringing a quality repair service 
to the customer's door over the 
past dozen years has helped spread 
the fame of Bancroft’s as ‘“Com- 
plete Office Outfitters.” 
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NOMDA’‘s 1958 Convention and Trade Exhibit 


at Milwaukee, June 29-July 2, promises a wealth 





of information, inspiration and entertainment 


Ie our of the strongest panels yet presented at a NOMDA 

convention, one of the country’s greatest convention 
speakers, and scores of interesting exhibit booths will make 
Milwaukee, Wis., the country’s office machine capital 
from June 29 to July 2. 

The 1958 Convention and Trade Exhibit of the 
National Office Machine Dealers Assn. will be held dur- 
ing those dates at the Schroeder Hotel in Milwaukee. The 
Schroeder's layout for exhibits is said to be one of the 
best ever used by NOMDA. 

This year’s convention will follow an aggressive mem- 
bership drive which was aiming to push total NOMDA 
membership to 2,500 by the end of May, 

The opening address at the convention will be given 
by William (Bill) Gove, nationally famous salesman and 
sales executive whose record shows that he talks to 100,000 
salesmen each year at meetings and conventions, 
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larold Steinke, NOMDA president, will respond to 
y Milwaukee’s mayor and Rev. J. 
Senty of the Calvary Presbyterian Church, Milwaukee, 
will give the opening invocation. 

hairman of the day on Monday, June 39, will be 
Charles Meyers, first vice president, Alfred Foxcraft, 
NOMDA treasurer, will serve as chairman at the Tuesday 
awards luncheon and Paul McWilliams, secretary, will be 
chairman of a Wednesday luncheon honoring membership 


a welcome by George 


drive winners. 

In addition to the educational panel 
(described elsewhere), the program will include a full 
quota of other headline events 
Milwaukee's parks, a display of antique typewriters at the 
public library, an “idea board’’ display and a special four- 
hour opening of the exhibits to the general public. 

Ladies of NOMDA will be holding their second an- 
nual meeting since they set up a separate organization. In 
addition to their teas, fashion shows and sightseeing, the 
ladies will devote a good share of their time to business. 
They have arranged their own panel discussions on record 
keeping and on advertising. 


discussions 


an outing at one of 


] William (Bill) Gove who has been “Salesman of the Year”’ 
and “Sales Promotion Man of the Year’ will give the 
opening address. 


2 Jules Waedekin has been in charge of local arrangements 
for the Milwaukee convention. 


3 Mrs. Ellen Waedekin is Milwaukee chairman of the 1958 
convention activities of the Ladies of NOMDA. 


4 Harold E. Steinke, NOMDA president, right, is shown as he 


received the gavel from retiring president D. L. Keney, Jr., 
at the Pittsburgh convention last year. 


5 Mrs. Edward Pfitzenmaier of Ardmore, Pa., will preside 
over a full program of ladies activities. She is the second 
president of Ladies of NOMDA. 


6 Harold Mann, executive secretary of NOMDA, reported in 


May that convention reservations were coming in fast and 
heavy. 
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SUNDAY, 


Y a.m. 


10 a.m. 
10 a.m 
1:30 p.m. 


MONDAY, 
9 a.m. 
10 a.m. 


12:30 p.m 


2:30 p.m. 


2:45 p.m. 


4 p.m. 
6 p.m. 


TUESDAY, 
9 a.m. 
9 a.m. 


10 a.m. 


12 noon 


12:30 p.m 
1:30 p.m. 
1:45 p.m. 
2:15 p.m. 


3:15 p.m. 
1:30 p.m. 


6 p.m. 
6 p.m. 


WEDNESDAY, JULY 2 


9 a.m. 
9 a.m. 


12:30 p.m. 
2:30 p.m. 


4:30 p.m. 
¥ 4 p-m. 
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CONVENTION 
PROGRAM 


JUNE 29 

Manufacturer, distributor 
floor near exhibits. 
Dealer Registration, Sth floor near exhibits. 
Exhibits open, 5th floor, until 9 p.m. 

Board of Directors meeting. 


registration, 5th 


JUNE 30 
Exhibits open, registration continues. 

Ladies panel discussion, Loraine Room 
Luncheon honoring committee chairmen, Em- 
pire Room. Welcome by Milwaukee Mayor 
Frank P. Ziedler, address by William Gove. 
Business session, report of nominating com- 
mittee. 
Salesmanship and 


merchandising 
manufacturers’ division, W. R. Leahy presid- 


panel by 
ing. 

Ladies get-acquainted tea, Loraine Room. 
Buses leave for Hubbard Park dinner, enter- 
tainment. 


JULY 1 

Exhibits open, registration continues. 

Display of winning awards and idea board, 
Sth floor. 

Ladies panel discussion, Loraine Room. 
Ladies luncheon, at Gimbel’s, 
followed by sightseeing. 

Awards luncheon, Empire Room. 

Business meeting, election of officers 
Presentation of awards. 

Panel discussion on leasing, A. D. 
presiding. 

Panel discussion on electric typewriters, Charles 


fashion show 


Bennett 


Meyers presiding. 

Board meeting. 

Exhibits open to general public, until 10 p.m. 
Display of antique typewriters at Public 
Library, until 9 p.m. 






Exhibits open. 
Breakfast for presidents and secretaries of 
local associations, 3rd floor. 

Luncheon honoring membership drive win- 
ners, presentation of prizes and awards. 
Panel discussion on cost of doing business, 
Paul McWilliams presiding. 
Board meeting. 

Banquet, dance in Empire Room. 






NOMDA Panels Termed ‘Strongest Yet’ 


cos 
D9! 


The four strongest panels yet presented at a NOMDA 
convention are on the program for Milwaukee. Here’s what 
is in store for delegates at the afternoon panel sessions 
Monday through Wednesday, June 30 to July 2. 





PEI SINR RL SITE 
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SALESMANSHIP 








> 
ad 
M. R. Leahy 
The first of the panel discussions will cover ‘‘Sales- 
manship and Merchandising.” This will be the first con- 
vention presentation by the NOMDA Manufacturers’ Divi- 
sion which was organized three years ago. Directing the 
panel will be W. R. Leahy, director of marketing for the 
Victor Adding Machine Co. Assisting him will be repre- NO! 
sentatives from four other companies R. H. Maurer, pres 
This imported “Steinke Stein” will be manager of dealer sales for the Burroughs Corp.; George cour 
awarded by Harold E. Steinke, NOMDA presi- D. Scheel, manager of dealer adding machines sales for of o 
new gh hy ee! oat eo geanqg anon The National Cash Register Co.; K. A. Clark, manager tion 
new members in the organization's current of dealer sales in the appliance division of Royal McBee are 
pre-convention membership drive. Corp.; and Milton L. Watson, sales manager, portable seve 
typewriter division of Smith-Corona, Inc. Each of the bee! 
men on the panel will handle a different phase of the serv 
main topic and will develop it in a manner to show dealers 
how to do a better job in the selling and promotional 
fields. 
LIST OF 1958 NOMDA EXHIBITORS 
. ; M 
Addo-x Inc. 11-12 Cole Steel Equipment Company, Inc. 20 TI 
R. C. Allen Business Machines, Inc. 7-8 DeJur-Amsco Corporation 24.25 N 
Alma Office Machine Corporation 52. Ennis Tag and Salesbook Company & N 
Ames Supply Company 63 American Carbon Paper Mfg. Co. 45 0 
Badger, Inc. 50 = Facit, Inc. 29-30 p 
Barrett Adding Machine Division. Hennus Company 70 p 
Lanston Industries, Inc. 62 The Heyer Corporation 41 p 
Burroughs Corporation 12 Indiana Cash Drawer Company 10 R 
Calculator Equipment Corporation 16 Inter-Continental Trading Corporation 66-69 R 
California Typewriter Exchange 21 Interstate Metal Products Co., Inc. 71 R 
Clary Corporation 17. F. G. Ludwig, Inc. en 








32 MODERN STATIONER, JULY, 1958 








A study of cost figures, with supplementary charts and 
graphs, is expected to draw a full house to this presenta- 
tion by Paul McWilliams, NOMDA secretary and a dealer 
at Little Rock, Ark., since 1939. No other problem is 
considered of greater importance to the office machine 
dealer than the ‘cost of doing business.’ Association mem- 
bers have been asking for a presentation and panel discus- 


COST OF 
DOING BUSINESS 


OMDA sion on this subject for a number of years and it is expected 
e’s what to be a popular feature of the 1958 convention, Mr. 
sessions Paul McWilliams McWilliams has been a director of NOMDA for several 


terms and recently was instrumental in 
Arkansas Office Machine Dealers Assn. 


forming the 








LEASING ELECTRIC 


TYPEWRITERS 





A. D. Bennett Charles S. Meyers 











“'Sales- 

‘st con- 

s Divi- 

ng the 

for the One of the most important panel discussions on the The electric typewriter will again come in for a round- 
repre- NOMDA agenda is one on lease programs. It will be robin going over in another panel devoted entirely to this 
Maurer, presided over by A. D. Bennett of Pasadena, Calif., ac- machine, The format for this year’s discussion will be 
George count executive of the U. S. Leasing Corporation in charge different from electric typewriter discussions of previous 
les for of office machine business. He will give a thorough descrip- years. The only one at the rostrum will be Charles S. 
lanager tion of what leases will do for the dealer and how they Meyers, vice president of NOMDA. Remarks, questions 
McBee are drawn up and executed. Mr. Bennett has talked before and all participation will be by members of the audience. 
ortable several office machine groups on the West Coast and has Mr, Meyers has operated his own store in Miami, Fla., 
of the been eminently successful in explaining how a leasing since 1937. He started working for an office machine 
of the service places the dealer in a better competitive position. dealer while in high school 32 years ago. 
dealers 
otional 

(Additions and changes may have been made after this issue went to press.) 

0 Master Addresser Co. 18 Shipman-Ward Manufacturing Company 26-27 
5 The National Cash Register Company 35-36 Smith-Corona, Inc. 33-34 
Nord Manufacturing Corporation 23 Speed-O-Print Corporation 17 
5 North American Philips Company 46 Swift Business Machines Corp. 6 
0 Olivetti Corporation of America 31-32 Tiffany Stand Company, Inc. 37-38 
0 Pacific Instruments Corporation 13-15 Torpedo-Werke A. G. 14 
1 Paillard Products, Inc. . 5 Totalia 43 

0 Pearl Engraving Corporation 59 Underwood Corporation 9 
9 Remington Rand Division, Sperry Rand 39-40 Utility Supply Company 18-49 
Rex-Rotary Distributing Corporation 3-4 Victor Adding Machine Company 28 
Royal McBee Corporation 1-2 Victoria Arduino Corporation 22 
——— 
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To get your customers moving, 
Esterbrook has launched its GRAND 
School Days Consumer Contest. 394 
exciting prizes in all. 

It’s sure-fire to increase store traffic 
and Esterbrook sales for you. . . because 
your customers have to get their entry 
blanks at your store . . . and BUY an 
Esterbrook product to enter. 


It’s an easy contest to enter, too! All 
your customer has to do is tell us why 
he or she likes to use Esterbrook, in 25 
words or less. 


THESE BIG PAGES } 
IN: 
Life, 
Saturday Evening Post, 
Boys’ Life, 
American Girl, 
and Scholastic 


will bring them rolling in! 


Use contest display material 
to help you sell! 


See your Esterbrook salesman, whole- 
saler or write directly to Esterbrook to 
get your complete selling kit. 

It contains everything you need: 
entry blanks, counter cards, banners, 
window cards, streamers—the works—to 
help you tie in for a banner back-to- 
school selling season. 


| ANNOUNCING! 


1. CONSUMER CONTEST 


They’ve got to come into your store and 
BUY ESTERBROOK to enter! 





will increase traffic in your store, 


SELL Esterbrook products. 





_| 
WiIINi! 


Just 25 words can win 
you this fabulous prize! 


A fabulous Jet Clipper trip to Europe for 4! Just 
390 minutes from the U. S. via PAN AMER- 
ICAN, “The World's Most Experienced Airline 
for a 2-week tour of England, Holland, 
Belgium and France. 
Visit the scenes of old world culture, with 


sight-seeing, hotel, and meal expenses paid! 


Just one of th 
Estert 
eas 


‘ ng prizes in 
y to enter 


k's BIG School Days Contest. It's sc 


and WIN 


393 other wonderful prizes: 


| 
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GRAND PRIZE p 


ge-Adure Kit, Aires 


A VACATION IN 
EUROPE FOR 4! 





Anyone can enter...and win a prize in the exciting 


ESTERBROOK SCHOOL DAYS CONTEST! 












it's as simple es (1), (2), (3) 3. FINISH THIS THOUGHT IN 25 WORDS ¢ 
2. When you buy » new Esterbrook pen LESS: I hke to write with an Esterbrook per 
or pencil ) a new point, refill, or because 
caring r present Esterbrook Simple! Of course it is. Entries will b 
rd give you an Official judged by Reuben H_ Donnelle 

Entry Blank (Remember! The salesclerk tion, an independent judgin 
nm sign it to make it official) HELPFUL HINT. Make y 

the prizes, gives the OIE ere and to the pour 

your entry You can enter as ofter \ wich. Eack 
2.1 Esterbrook’ You'll discove Of t 


tha easy y mice things about it! 


Only Esterbrook gives 

you a choice of 32 

replaceable points t Tr 
as Wa 


i peces S AN Estert 
every writing style 
need. You can be yourse 


way that suits you best when you write 





with an Esterbrook pen 
And, Esterbrook starts writing instantly cost an cc ‘ v. It’s the pertect pen 
nk fi th ly. You'll find for everyone 
Est ip or blot Choose a beau 
Best of all, if you damage a poit, it made Esterbroc 
threads out im seconds, replaceable points choice as y« 





The Esterbrook Classic complete with point, only $2.95 


GET YOUR ESTERBROOK AND ENTER 
NOW! CONTEST ENDS AT MIDNIGHT, 
OCTOBER 17, 1958. 





Csterbrook 


KICK-OFF DATE! AUGUST 18, 1958 


Stock Esterbrook now! If you don’t have it 
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2 BIG ESTERBROOK 


2. TRADE GONTEST rrctsing agents, Depe Superisorstoo! 





GRAND PRIZE-—A fabulous Jet Clipper trip to Europe for 2! 390 
minutes from the U.S. via Pan American, “The World’s Most Expe- 
rienced Airline”. . . for a 2-week, 4-country tour of England, Hol- 
land, Belgium and France. Visit the scenes of old world culture, 
with sight-seeing, hotel and meal expenses paid. 


or win one of 92 other wonderful prizes: 


3 BROTHER “Pacesetter” Portable Sewing Machines. 
3 CALORIC Gas Ranges. 
6 SONIC Capri High Fidelity Phonographs. 
20 AMF Bowling Outfits— Regulation ball, bag and shoes. 
30 WELLER ‘“‘Wonder Duo”’ Tool Sets— Power Sander and 
Soldering Kit. 
20 AIREX Fishing Outfits—Eldorado Kit, Spin Cast Rod, 
Change-A-Lure Kit and Airex Net. 
10 EVANS ‘Sonic Scout”? Bicycles—With horn, light and 
kick-stand. 


WIN A FABULOUS 
VACATION IN 
EUROPE FOR TWO! 


Limited competition means YOU 
have a better chance to win! 


Only owners, store managers, buyers, purchasing 
agents, salespeople and stationery department super- 
visors of retail and wholesale establishments selling 
Esterbrook are allowed to enter. Cash in on your 
inside track. You compete only with the trade! 


It’s as simple as 1, 2, 3 


1. Read the simple contest rules. 


2. Tell us in 25 words or less why you like to sell 
(or carry) the Esterbrook line. You can write your 
entry on your company letterhead, a piece of 
plain paper . . . or get an Official Entry Blank 
from your Esterbrook salesman. 

3. Mail your entry. 

It’s easy! Entries will be judged by The Reuben H. 

Donnelley Corp. 


Be the one in your department or store to win a 
big prize! Contest ends midnight, October 17, 1958. 











READ THESE SIMPLE RULES AND ENTER NOW! IT’S EASY TO WIN! 


Contest open to only the owners, store man- 
agers, buyers, purchasing agents, sales clerks and 
stationery department supervisors of retail and 
wholesale firms selling Esterbrook. 


Anyone in one of the above categories except 
employees of the Esterbrook Pen Company, its 
subsidiary agencies and affiliates may enter this 
contest as often as he wishes by following these 
simple rules: 


1. Complete in twenty-five words or less the 
following statement, “‘I like to sell (or carry) the 
Esterbrook line because...’ Each entry must 
be individually mailed with adequate postage to: 


Esterbrook Dealer Contest 
P.O. Box 60E 
Mount Vernon 10, New York 


2. Entries may be submitted on the official entry 
form (your Esterbrook salesman will have them 
when he calls), store letterhead or a plain piece 
of paper. 

All entries must be postmarked by October 
17, 1958, and received by October 27, 1958. Be 
certain that your entry clearly shows your own 
name, address, the name and address of the 
store where you are employed and your position 
in the store. 


Each entry must be the original work of the 
contestant submitted in his own name. 
3. Entries will be judged by The Reuben H. 
Donnelley Corporation, an independent judging 
organization, on the basis of originality, sincerity 
and aptness of thought. 


The decisions of the judges are final. Duplicate 
prizes will be awarded in the event of ties. 


All entries and ideas incorporated therein be- 
come the property of the Esterbrook Pen Com- 
pany to be used as it sees fit and none will be 
returned. 


4. Winners will be notified personally or by mail 
within six weeks from the close of the contest. 
No more than one prize will be awarded to a 
contestant. 


List of winners will be sent to those request- 
ing such list upon receipt of a stamped, self- 
addressed envelope. 


Contest subject to all governmental regula- 
tions. 








® 
...you cant sell it! Gsterbrook snes 
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7 Detroit Dealers ‘Invade’ 
Home Furnishings Show 
With Office Equipment 

Under unprecedented circum- 
stances, Detroit office furniture 
dealers sponsored a cooperative exhibit at 
the Home Furnishing Show at the Light 
Armory in Detroit during April. 

Each exhibitor admitted it took an 
enormous amount of cooperation to make 
the venture a success. Although no real 
attempt was made to actually sell mer- 
chandise, the dealers without exception 
felt it was well worth the effort. 

Three days before the week-long show 
closed, it was estimated that 25,000 to 
30,000 people had viewed the displays. 
Of these a large percentage was women, 
who exhibited unusual interest in what 
has been previously considered a man’s 
domain. 

One unusual feature of the affair was 
the fact that each dealer did not have his 
own exhibit. An 80° x 28’ area was set up 
as five distinct offices, but each contained 
furniture of several dealers. Particularly 
in the line of accessories, no attempt was 
made to keep any particular line distinctly 
in one office. 

Several manufacturers helped by lend- 
ing partial display booths that had been 
used in trade shows for the industry. Wood 
Office Furniture Institute supplied the 
complete display they had used at the 
NOFA convention in Philadelphia. 

There was great emphasis put on the 
idea of an office in the home for the 
retired man, lawer, architect or doctor. 

The dealers partaking in this unusual 
experiment were Buckland-Van Wald, Inc., 
Detroit; Detroit Office Equipment, Inc., 
Detroit; M. A. Ellman and Co., Detroit; 
Eastin Office Supply Co., Royal Oak; 
Gregory and Leonard Office Equipment 
Co.. Detroit; Lincoln Office Supply Co., 
Lincoln Park; and Service Office Supply 
Co., Detroit. 

Herb Bretzlaff, Jr., of Detroit Office 
Equipment, Inc., who is also vice presi- 
dent of NOFA, emphasized the unusual 
cooperation displayed by the dealers and 
commented that the venture would not 
have been feasible without it. All the 
dealers shared the feeling that by impress- 
ing wives, the  better-office influence 
would eventually be brought to bear on 
the husbands in a far more subtle manner 
than they could ever attempt themselves. 

Cards to evaluate interest in the show 
and the furniture displayed were passed 
out to consumers to be filled in if the 
party wanted additional information. They 
were also asked to list their choice if 
they had a preference among the dealers. 
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Otto Ulbrich Co., Buffalo, N. Y., received a good share of television and 
newspaper publicity when it started a pump-priming drive recently as an anti- 
recession measure. The 87-year old stationery firm gave each of its 200 employees 
five silver dollars with orders to go out and “spend it on anything you want.” 
WALTER H. MILLER, president, called it Ulbrich’s Pump Priming Association 
Unlimited and explained, ‘Maybe in our small way we will start a chain reaction 
that other little companies will follow.” 


* * * * 


A self service stationery store was scheduled to be set up by The Bulman 
Corp. as part of the Region 13 NSOEA meeting at Grossinger, N. Y., June 16-17. 
AL PICKAR, governor, announced it is the first time such a display has been planned 
for a regional meeting. Another highlight of the meeting was to be a speech by 
VAL VENET, partner in a New Jersey advertising agency that specializes in super- 
markets. His topic: the relationship between the supermarket and the stationery 
store. 


* * * * 


At C. Davipson, president of the Los Angeles Stamp and Stationery Co. 
has announced the resignation of WiLLIAM M. KNappP as vice president and gen- 
eral manager. Mr. Knapp, a past president of the Southern California Stationers 
Assn., had been with the firm for 19 years. He previously was with H. $. Crocker 
Co., Inc., San Francisco. WM. H. BEACHAM, sales manager, was elected to a vice 
presidency of the Los Angeles Stamp and Stationery firm. 


Epwin H. MOosLer, Jr., president of the Mosler Safe Co., vice president of 
NSOEA and participant in this year’s 14 regional NSOEA meetings, has been 
appointed chairman of the business and industry committee of Cancer Care for 
the National Cancer Foundation 


Pound & Moore Co., Charlotte, N. C., held a combination open house and 
business show in observance of its 50th anniversary this spring. Introduced to the 
public during the observance was the new Italic Styling office furniture by Gen- 
eral Fireproofing Co. 


An unusual remodeling program at the John A. Marshall Co., Kansas City, 
Mo., involved the raising of an 800-square-foot ground level floor area four feet 
to better display new lines of office furniture. The architect wanted more com- 
pressed space for the showroom than was offered. Instead of lowering the ceiling, 
as is normally done in such a case, he raised the floor. A ramp was constructed to 
give access to three partitioned model offices in the elevated area. Executives from 
top accounts were invited to private mid-day buffet showings for 25 to 30 persons 
at a time. 


* * * * 


Recent deaths: JAMES I. SEYBT, vice president and secretary of W. A. Seybt 
& Co., Greenville, S. C.; STAFFORD SIEKET, son of the founder and retired vice 
president and director of Siekert & Baum Stationery Co., Milwaukee, Wis.; 
LAMONT H. Woon, Sr., past president of NOMDA and president of the Midwest 
Typewriter Co., Kansas City, Mo.; HARRY E. RUSSELL, early day office machine 
dealer in Des Moines, Iowa; and Davin KAHN, founder and chairman of the 
board of the pen manufacturing firm which bears his name. Mr. Kahn came to the 
United States from Russia at the age of 16. He founded his own firm, now 
headed by Juttus M. KAHN, a son, in 1896. 
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Space Going Fast 
For Second Eastern 
Commercial Exhibit 

Exhibit space at the second annual 
Eastern Commercial Stationery Show was 
reported still available, but fast disappear- 
ing, at the end of April. 

This year’s show will be held Oct. 25 
through 28 on four floors of the New 
York Trade Show Building. 

More than one hundred exhibitors had 
signed for space at last report. Two of the 








perfect 


balance eliminates 


writing fatigue 


FED. TAX INCL 
FAIR TRADED 


| 
©up COINC.) a ; 
*ONLY THE AUTHENTIC NATIONALLY | Buyer 


ADVERTISED LINDY PEN CARRIES THE 
LINDY UNCONDITIONAL GUARANTEE! 
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THE LINDY PEN CO., INC. 


9601 W efferson Bivd ulver City, Calif.,U.S.A 





| Address 


floors had been completely filled, only 14 
rooms remained on the third floor and 
several spaces on the fourth floor were 
already taken 
The Show is jointly sponsored by the 
Stationers Association of New York and 
the Metropolitan Travelers Club to permit 
dealers and dealer personnel in the heavily 
populated East to see the variety of goods 
available 
The first Eastern Commercial Station- 
ery Show last October drew a total regis- 
tration of 3,248. Of these, 1,814 were 
dealers or dealer personnel from 737 dif- 
ferent stores, more than half of them in 











the Original 
FINE POINT 
AUTHENTIC* 


4) 


BALL POINT 


STENO PEN 


NON-REFILLABLE #F-467 


Especially designed for stenographers and others who 
prefer a fine ball point pen for writing, taking notes. 
Dainty white plastic barrel with handy phone dialer cap 
...gold clip. Permanent, non-transferable, non-smudg- 
ing ink in giant 6” brass cartridge, pre-tested, meets 
U. S. Govt. Spec. TT-1-562. 

8 colors: color of cap denotes color of ink. 


“anaes apa for your FREE SAMPLE omnes 


LINDY SALES CO., Dept. J-F467 
9601 W. Jefferson Bivd., Culver City, Calif., U.S.A. 
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Foreign addressees please include one dollar (American) 
to cover packing and mailing. 
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the New York Metropolitan area. 

There is no admission charge for deal. 
ers who wish to attend. Prospects or cus. 
tomers are admitted only with a dealer. 

In addition to the New York area, the 
show is intended to serve members of the 
trade in the New England and Middle 
Atlantic states, Maryland, Delaware, Vir. 
ginia, West Virginia and the District of 
Columbia. 


Back-to-School Kit 
Available to Dealers 

A back-to-school kit of eight advertising 
mats, three local news releases, and other 
free materials is being offered to retailers 
by the Paper Stationery & Tablet Manufac. 
turers Assn. 

Though designed primarily for use im 
August and September, the advertising and 
publicity materials can be used to increase 
year ‘round supply volume. 

A mat proof sheet reproducing four 
ads aimed at college students also has 
been produced by the Association 

The back-to-school promotional aids can 
be obtained from the Paper Stationery & 
Tablet Manufacturers Association, 444 
Madison Ave., New York 22, N. Y. 


Texas Dealer Welcomes 
Public to Formal Opening 

The Howard Company, printers, sta- 
tioners and office outfitters at Midland, 
Tex., held a formal opening at its modern, 
new building at 410 South Pecos St., Mid- 
land, on Sunday afternoon, May 11. Open 
house had been announced for both of 
the preceding days, as well. 

The new plant was especially designed 
and built for the company. The new loca- 
tion promises “guaranteed parking.’ An 
invitation to the formal opening said “if 
you can’t park within 100 feet of an en- 
trance, we'll give you a nice box of sta- 
tionery.’ 

Gifts given away at the opening ranged 
from desks and home safes to scratch pads 
and note books. Certain groups such as 
lawyers, bankers, doctors and accountants 
were invited to come for special tours of 
the new plant on other specified days. 

The new building’s 13,000 square feet 
of floor space provide room for the 
proper display of thousands of items, in- 
cluding leading brands of office furniture, 
seating, filing equipment and supplies. 


Handwriting Foundation 
Invites Paper Representative 


The board of directors of The Hand- 
writing Foundation has invited a_ repre- 
sentative of the Paper Stationery and 
Tablet Manufacturers Assn. to attend 
future board meetings for the purpose of 
presenting that industry's views regarding 
the conduct of the handwriting cam- 
paign and to give the board the benefit 
of the paper  industry’s 
council 


adv ice and 


This represents the first broadening of 
the Handwriting Foundation’s — board 
beyond representatives of the pen and 
pencil industry. 
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Three highly saleable machines make up Olivetti’s 


Portable Line: 
1. The Lettera 22, the portable portable—traveling 
companion, family friend, student’s delight. 
2. The Studio 44, the office portable—the portable for 
people who don’t like portables! 
3. The Summa 15 hand adding machine 
shows it’s your customer’s best buy. 





survey 


The line offers dealers full-profit opportunities on each 
sale. Olivetti dealers chalked up record sales during the 
past year—and 1958 is even bigger! 


See us at the NOMDA Convention 





5 
\\ 





14% of all Americans (over 10) have seen issues of LIFE 
Magazine carrying Olivetti ads during the past 6 months. 
Olivetti advertising during the 2nd half of 1958 will 
continue to give Olivetti dealers powerful support. 

Olivetti machines are the reliable products of a large 
and experienced manufacturer. Olivetti employs 22,000 
people, makes and assembles its products in 11 factories 
in 6 countries on 3 continents, has been making type- 
writers for 50 years, has made and sold three million 
typewriters, including a million portables. 

For information, write Portable Division, Olivetti 
Sales Corporation, 375 Park Ave., New York 22, N. Y. 


olivetti 
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Office Furnishings Have 
Big Impact on Customers 

How the business executive furnishes his 
office influences the confidence of cus- 
tomers in his company and product, a 
psychologist told 100 members of the 
office furniture industry recently in New 
York. Dr. Irving Gilman of the Institute 
of Motivational Research, Inc., added that 
the well-furnished executive office also 
improves employee morale by strengthen- 
ing the sense of security and importance. 





You'll find there’s room 


for more profit in your store... 


with SAGINAW CHIEF 


STEEL STORE EQUIPMENT 


Versatile . . . economical... 


arrangements. 


Remember this when you modernize or expand your 
. the modern method of 


store, and insist on Saginaw. . 
seeing” 


e for a free, illustrated copy of 
“THE CHIEF REASON FOR INCREASED SALES” 


SAGINAW 


STEEL STORE EQUIPMENT <e 
A Division of Saginaw Industries Company 
SAGINAW 23, MICHIGAN 


86 2119 S. JEFFERSON 


40 -- 


durable. That's Saginaw 
Chief steel store equipment, engineered specifically to 
provide the extra space you need to increase profits. 
Finished in customer-pleasing colors, Saginaw Chief's 
wide variety of islands and wall shelvng offers un- 
limited possibilities for business-building merchandise 


Dr. Gilman addressed the annual Met 
ropolitan New York Area conference of 
the National Office Furniture Association 
(NOFA) at the Roosevelt Hotel 

The psychologist pointed out that the 
furnishings of the office clearly symbolize 
social status and can easily affect the 
emotional health of its occupant — and 
even the emotions of those coming in con- 
tact with the office 

Dr. Gilman urged the office furniture 
retailing industry to modernize its selling 
techniques 


“The dynamic changes which have taken 
place in the American customer dictate that 


TY PING 


RINT —_ 


QO 
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the office furniture industry modernize its 
own. self-image, its public-image and _ its 
whole psychological approach to merchan- 
dising,”” he stated. 

He cautioned the retailers that there js 
so much “expressive power” in office fur. 
nishings that the customer might un. 
wittingly, by poor choice of furniture, 
advertise his firm as “full of stodginess, 
lacking imagination and _ possessing of 
negativism.”” He urged the furniture sellers 
to put basic psychological principles to 
work in consideration of customers and 
give customers’ offices personalities of 
prosperity, modernity and a forward-look. 
ing attitude. He emphasized the retailer's 
counseling responsibility to his customers 

By taking advantage of these and other 
current business opportunities, said the 
speaker, the office furniture industry can 
push its present business horizons beyond 
anything yet anticipated. 


NOFA Chicagoland Chapter 
Names New Officers 

Art Poliquin, 
named 


Horder’s, Inc., was re. 
president of the Chicagoland 
Chapter of the National Office Furniture 
Assn. at the group’s dinner dance. 

Other officers elected were 
Bryzek, Johnson Chair 
president; Marshall Spak, 
vich, treasurer; Mel Liss, Polk Brothers 
(Contract), secretary; and Lou Farber, 
manufacturers’ representative, —_ activities 
chairman. 


Walter 
Company, vice 
Spak & Nato- 


Eighty persons attending the annual 
affair enjoyed a_ cocktail party, steak 
dinner, short business meeting, entertain. 


ment by comedian George Gilbert and 
dancing to the music of Lillian Keller on 
the 17th floor of the Furniture Mart 


Pen Output Tripled 

Sidney (Lindy) president of 
the Lindy Pen Co., reported recently that 
a national survey showed the Lindy pen 
to be the fastest selling non-refillable ball 
point pen in the country. He said pro- 
duction at the company’s plant was being 
tripled to keep up with the demand 


Linden, 


‘Buy Now’ Campaign 
Brings Forth Novelties 

At least two manufacturers in the in- 
dustry have found novel ways to promote 
President Eisenhower's anti - recession 
theme 

Chapel Art Studios distributed some 
25,000 “Buy Now’ buttons to the trade, 
each mounted on an explanatory card 
and bearing the additional slogan, “Keep 
our community prosperous.” The firm 
says the buttons received an amazing fe- 
ception. 

An effort to stamp out the recession, 
literally, was made by Bankers & Merch- 
ants, Inc. The firm produced a_ two-line 
rubber stamp reading, “BUSINESS IS 
GETTING BETTER, Help It Along 
BUY NOW!" The stamp was _ recom- 
mended to stationers either for resale or 
aS a giveaway gimmick for use on lettet- 
heads, envelopes and packages. 
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No matter what price your customers have in mind 
there’s a Venus Pencil-Pack for them! 


VENUS Peactl Show-case 
evi (eTeLaaee Lepeady iad 
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VENUS PENCIL DEAL 1654-D 
> DOZEN PACKS VENUS MEDALIST (727) PREPRICED...10c | List price...°20.52 


Two #2 pencils in pack Dealer price ss $12.31 




















2 DOZEN PACKS INDIAN (730J) PRE-PRICED.........--. 19c : 
Four assorted finishes in pack Dealer profit ” 3821 
| 1 DOZEN PACKS VENUS VELVET (3557A) PRE-PRICED..... 25c 
Three #2 pencils in pack sus a full 40% 
| 1 DOZEN PACKS CORRAL (025-T) PRE-PRICED.........-- 39c NEW VENUS PENCIL SHOWCASE sells 
pencils by the pack at a full profit! 


Ten assorted finishes in pack 











-= It’s a compact, colorful counter 
| 1 DOZEN PACKS SENATOR (777R) PRE-PRICED....... +. ie re ee ee 

a ae the sale. Stocked with pre-pack- 
Every pack colorfully cellophane wrapped. Compact unit only 17’ wide. 4, aged, pre-priced famous Venus 


pencils that bring pencil profits 
UP where they belong. Order Deal 


4 
pisces aeaieaiaal V H TN i | S 1654-D from your jobber now. 


VENUS PEN & PENCIL CORP, HOBOKEN, N.J.°* 
* SACRAMENTO, CAL. * TORONTO * LONDON ° PARIS * MEXICO CITY * SYONEY 


NEW YORK AND CHICAGO « FACTORIES: HOBOKEN * LEWISBURG, TENN. * CHARLOTTESVILLE, VA 
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Safe Dealers Offered 
Unique Mail Campaign 

A new type of aid for its dealers is 
offered by the Meilink Steel Safe Co. It 
consists of a factory-conducted, direct- 
mail program with four individual ‘‘gim- 
mick’ mailings 

First is a folder type mailing to pro 
mote insulated files with a brief but 
dramatic message, “An ordinary file will 
leave your valuable records like this” — 
the folder has actually been burned at the 


top. 


As a prospective customer opens the 
second mailing in the series, Mr. Fire pops 
out with his family of flames engulfing 
a safe. “No use,”’ he says, “it's a Meilink.’ 

Third is a _ pull-out type card and 
letter which asks Which stenographer 
do you prefer?” The pull-out shows one 
girl typing on a shaky stand while Miss 


Ffficiency’s typewriter rests securely on a 
Herculese vibration-free stand. 


Fourth and last is a unique mailing to 


point up the message that “Fire does 
strike like a thunderbolt!’ The mailing 
with an print of a thunderbolt is actual- 
ly mailed from Thunderbolt, Ga. (Popula 
tion 1,248) 


new PART Y-GO- 
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revolving note rack 


For Counter Display in 
Depth. Shows and stocks 
20 designs in a square 


multiple sales, saves space 
and selling time. 


foot of space. Encourages 


Starter Set: all-purpose 
assortment, 6 each of 20 
most popular varieties -- 
Announcements, Thank 
You's, general and special 
Invitations. $38.95 
complete with rack. 


Order assortment R 120 
for immediate shipment 
of a selection especially 
appropriate for current 
and year-round selling. 


Empire State Building 
New York |, N.Y. 


32 East Union Street, Pasadena, California 
1519A Merchandise Mart, Chicago, Illinois 
also at the Atlanta, Dallas, New York and Boston Gift Shows 
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The complete program of four mail. 
ings, including imprinting and postage, 
costs the dealer $45 per hundred names 


New President Named 
For Burroughs Corp. 

Ray R._ Eppert 
who joined — Bur. 
roughs Corp. as a 
shipping clerk in 
1921, has been 
named by the board 
of directors to suc. 





ceed the late John 
S. Coleman as presi- 
dent. Mr.  Eppert 
has been executive 
vice president since 
Eppert May, 1951, and a 
member of the board of directors since 
October, 1948, when he was serving as 
vice president in charge of marketing. 
The corporation employs nearly 33,000 
persons in a world-wide organization 


Denny Gains Appointed 
By Stylex Seating Co. 

M. Denny Gains has been appointed by 
Stylex Seating Co. to represent their entire 
new line of steel office chairs among dis- 
tributors and dealers in the states of 
Tennessee and Kentucky. 

Mr. Gains is well known in the office 
furniture industry, having formerly served 
as national sales manager for a_ leading 
office furniture manufacturer. He makes 
his headquarters at 1011 Stonewall Drive, 
Nashville 4, Tenn. 


To Ship During Vacation 

Orders for stock items will be filled 
without interruption by the shipping de- 
partments of Wilson Jones Co. during 
factory vacations. In all cases stock orders 
will be filled at Chicago, Elizabeth and 
New York City while the Chicago factories 
are closed July 4-20, and while the New 
York and Elizabeth factories are closed 
July 14-27. 


Sales Rep. Appointed 

Monroe Heide has been appointed sales 
representative in the metropolitan New 
York area for Columbia Steel Equipment 
Co. He formerly represented LaSalle Prod- 
uct; Co. of Chicago. 


Lowman & Hanford Names 
Office Furniture Manager 

Hal Johnson, 
manager of the re- 
tail division of 
Lowman & Hanford 
Co., Seattle, Wash., 
has announced ap- 
pointment of Jack 
Worthley as the 
new office furniture 
department man- 
ager. Mr. Worthley 
comes from Port- 
land, Ore., where 
he held a position with Kubli Howell. 
Previously he worked with several manv- 
facturing firms. 


Worthley 
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NEWS 30 20s er a ay ae re William G Paul R. Lambert has been appointed 
Zaenglein, for 20 sales manager of The B. L. Marble Chair 
years president of Co., Bedford, Ohio. Mr. Lambert states | 
Manufacturers Announce Monroe Calculating that he will continue B. L. Marble’s ag. 
Promotions, Changes Machine Co. and gressive activities in designing dealer 
James E. Barnard, Atlanta, Ga., has nore recently presi showrooms and providing contract interioy q 
been promoted to sales manager of _ the dent of the Under design service to dealers for their cus. ‘ 
Southeastern gift wrap and fabric division wood Corp has tomers 


7 ‘ 5 i 
of Minnesota Mining & Manufacturing Co been appointed ex 


George O. Davis, Jr., of Charlottesville 
James B. Wilson has been appointed d 


Va., has been named to assist Wayne King 


ecutive Vice pres! 


representative of the George B. Graff Co dent and general 





; is Binney & Smith sales representative j re 
ee ae sales manager of : : ' weyareagilec. 
in North and South Carolina, Georgia Virgin ind North Carolina. Both 
; ' & irginia and |] ‘ a. me 
Florida, Tennessee, Alabama and Missis- Zaenglein Clary Cort i c den 
' will be representing the firm’s line of 
sippi , 
J C. Strauss has been appointed Doyle D. Browning has been appointed educational and commercial art supplies 
OS N re « e I a ‘ ‘ ° 
es manener of the Ansier’s Co. M: district representative for Globe-Wernicke in the Southeastern division. 
Saiecs nanay > } p, i — i 
Strauss is a member of NSOEA. WSA. the in Kentr CKY Inc ana and Tennessee. For 
Penn-Mar-Va and Metropolitan Travelers merly a partner in an a a 
clubs, Stationers’ Square club and _ the store and a traveler in southern states, Mr 
Dante Gatinness’ Ase Browning will cover the three-state ter- 
Territory changes by Samuel Ward Mfg ritory from Louisville 


Co. have placed Howard Gardiner, 5506 
Druid Lane, Dallas 6, Texas, as company 
representative in Texas and Oklahoma 
Mary V. Stewart of Waveland, Miss., will 
represent the company in Louisiana, 
Arkansas, Mississippi and the western 





section of Tennessee. Ralph Smith of 
Dallas relinquished the territory _ this 
spring 

Ralph T. Soulby, formerly with Eber- 
hard Faber Pencil Co., has been appointed 
national sales manager for the Old Town 
Corp 





Davis Anderson 
FE. R. (Andy) Anderson, 9829 County 
Cork Dr., Dallas 18, Tex., has been named 
field reprsentative for ‘“‘addo-x, inc’ in 
a Oklahoma, Texas, Arkansas and Louisiana 
Browning Lombert Mr. Anderson's previous experience in 





tN to Co 
Mt, and Ms Cduward Lb fe ‘armon 
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Mr and na Thanitll B Vint x 
A. and Ha. Wiliam R Benn ng 
9 Ons don) o _. 
lr and Wrs. Arthur R. Bro lerich | 
ae Mr. and Mrs “a Weryford 
let a pretty face stimulate sales for you! See ; | 
BASQUE 


Hr. and Hrs. Chomas Bi srry Nichols 


from the Flower Wedding Line... 
$3 aakes-) am eke) ol 0it-) am r-lei-t-mme) mm del- Mn ',-T-] 
by REGONCY camitee eco cc sete omitrenen:: 


- joined letters in exclusive new scripts! @ new effects with superimposed and angled letters! 


@ sharper, more legible letters! @ superior craftsmanship at an amazingly low price! 


F fe E E! Flowe r VW ‘edding Line Catalog features a complete 


selection of all the most asked-for styles! Postpaid shipment within two days of order! Fu// 50% discount! 
address your request on your business letterhead to: 


REGENCY THERMOGRAPHERS é3,'s3,2i5 3'"" 
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A.W. FABER 


"GRASERST7IK. 


A Profit Beauty to 
warm your heart 








OLD ENOUGH TO KNOW HOW 
... YOUNG ENOUGH TO TRY IT!/* 


Old enough to know how to build the most practical 
drafting tables.... 
Young enough to introduce the latest functional innovations 
in drafting room furniture. 

























aw y 


Bee 








No. 850 ANCOWOOD 
DRAFTING TABLE 
« Spring balance 
height control. 
e Fingertip tilt control. 
e Ample shelf space. 


TIK Gus 







It makes a stationer’s 
salesman feel good when 

he says, “Of course you'll 
want some ERASERSTIKS” — 
and the answer is “Oh sure, 
the way they use ’em around 
here I think they must eat ’em.” 








No, they don’t eat ’em. It’s 
just that no self-respecting Secre- 
tary or Typist would be without 
one. She’d rather give up her 
lipstick than her ERASERSTIK. 
Because this white-polished 
beauty flicks away mistakes in a 
flash, erases without a trace. 


AWM.FABER 


No. 800 ANCO DELUXE 

FOUR POST DRAFTING TABLE 
The old standby of drafting 
rooms throughout the 

country. 





. Rihenvimitonation 20 
ae 


een seam Bes mete 


Make no mistake—your cus- 
tomers want the “white” ERASER- 
Stik. Try selling ‘em one of 
those Johnny-come-latelies in a 
different color and see what 
happens. 


No. 602 ANCOBILT 
PEDESTAL DRAFTING TABLE 
The most widely used 

table in drafting room 

and studio. 









There’s a barrel of profit for 
you in A.W.FaBER, the original 
and best-selling ERASERSTIK — 
easy profits — quick profits — 
sure profits. \ 





AW. FABER &RASERSTIK 





we Bit 
‘ “O' 






















waAanr ry 


71-08 80th Street, Glendale 27, New York 
Write for descriptive literature on 
ANCO equipment for the artist and draftsman. 





What are you waiting for? 







*ANCO never deviates from its strict policy 
of selling through dealers only. 





A.W.FABER— CASTELL 
PENCIL CO., INC. NEWARK 3,N. J. 
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NEWS ‘ Southwest Reps Named the National Assn. of Business Teacher Y 


Frank wid = Meroe oe Education and he conducted the first course 


ever to be given in electric typewriting at 


Phoenix, Ari have been appointed rep a i: 
Teachers College, Columbia University, 


0 years with Burroughs Adding 
cludes 10 y np ‘3 resentatives in the Southwest for the 


Machine Co., six years as manager of a 

M ; ge - 1 greeting 1 lines distributed nationally 

retail office equipment Dusiness anc ive _ a ° 

oe Ail by Philip Stahl, Pelham, N. ¥ Card Firm Moves 
years as factory representative for the 


E. M. Priebat Co., importers of greeting 

Grade School Students cards, moved their offices June 1 to 40-28 
Two new representatives have been ap To Type Electrically Murray St., Flushing 54, N. Y. lheir 
pointed by Port-a-Wall Office Partitions Showroom is at Room 801, 225 Fifth Ave, 


The nation’s first experiment in_ the New York 
t lealers 1 Sout! 1 North ew or 
assis lealers im Southern an Worth 
stesiamige esa ‘ ‘ teaching of touch typing on electric type- 


Heyer Corp 


writers to elementary school children will 


y 
Rust Craft to Expand \ 
Humorous Card Line es 
_ In response to 7 
" the increasing ap- 
peal of studio and 


be conducted at the University of North 
Dakota as a result of a grant made by 
Smith-Corona, Inc. Dr. John L. Rowe, 
chairman of the University’s business 







# 


education department, said he expects to 
humorous — greeting 
cards, Rust Craft 
Greeting Cards is 


expanding its pro- 
duction of _ these 
styles. 


A separate de. 


verify that typing on electric machines will 
assist the student's early learning process 

The eight-week project will commence 
on June 16 with 25 third and fourth grade 
students participating. According to Dr 
Rowe, there will be two 25-minute periods 





of instruction each morning with a 20 


Walter Sullivan 
minute rest period in between partment for the 
western states. Charles K. Walter, 292 Dr. Rowe believes the typewriter can two card types has a 
Colonial Homes Drive, Atlanta 9, Ga., will be used at an early age to speed up the Musto been created, ac 
cover Tennessee, the Carolinas, Missis- student's grasp of reading, spelling and cording to E. Wrightson Christopher, 
sippi, Alabama, Georgia, Louisiana and composition president 
Florida. Hal Sullivan, 17252 13th Ave., Dr. Rowe has had over 25 years of The new department will be headed by 
Seattle 77, Wash., will work in the North- experience teaching typing in secondary Ted Musto, formerly advertising art 
west schools and colleges. He is president ot director. 
. —— 
— 
—— —= 
Cc 
= 
< 
—= 







You never 
know what 
they’// 

use them 


for next! 


LISTO writes on everything! 


MARKING PENCIL 


Listo Marking Pencils make a clear, bold mark 
on any surface... even glass, plastic, cellophane. 
All sorts of people use them to write on all 
sorts of things. And Listo ads say... 


Steady repeat business ! “available at stationery stores everywhere.” Stock ’em! 
Listo refills in black, ‘ 

red, blue, green, 
yellow, white. 





LISTO PENCIL CORPORATION, ALAMEDA, CALIFORNIA 
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Your Guide to 












FACT CONTROL 
for All File Systems 













NG 


PAT. pl § 
METAL PROJECTING SIGNAL 





lock on slotted card 














Nu-Vise 


METAL PROJECTING SIGNALS 





for all vertical records 












METAL SIGNALS 





for all visible records 





Cellugraf 


TRANSPARENT SIGNALS 
for Visible Systems 














Crimpgraf 


TRANSPARENT 
CRIMPED SIGNALS 


for protected visible 








MAPTACKS and MAP FLAGS 


GEORGE B. GRAFF COMPANY 
54 Washburn Ave., Cambridge 40, Mass. 
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MODERNIZING? 


co Bulman 


AND GO 


Record Stationery and 
Office Supply Company 
Renton, Washington 





p IN CUSTOMER APPEAL 


‘‘Everyone is amazed when they see our 
new Bulman engineered store,” 

Charles A. Record said. “‘Isn’t it beautiful’ 
... “I like the open displays”... 

“Tt must be a pleasure to work in’’.. . are 
the remarks heard in Bulman stores. 


IN SALES 


Record’s religious department has 

had sales increases of 150%. Sales in some 
departments are up as much as 500% 
while others have retained their 

original high average. 


P IN PROFITS 
With increases of 200% in merchandise 


display and increases as much as 500% 
in some departments Record’s 
profits have risen accordingly. 


ACT NOW ON YOUR FUTURE 


Now is the time to start receiving the 
full potential from your store with 

a Bulman modernization. Go Bulman 
today and watch your volume and 
profits go up! 


Write Dept. MS-68 





THE ulmav CORPORATION 


Grand Rapids 2, Michigan 


Subsidiary: Bulman of Canada 
Toronto, Ontario 
- = = for more details circle 110 on last page 




















Underwood Corporation's old trademark, above, designed in 1928, 
has been replaced by the lower case “‘u" on a concave ‘‘square."’ 


VIEWS 
of the NEWS 





Lindy Pen Co. recently moved into this new automated factory. The 
two-story, quarter million dollar plant and office building offers the 
company more than four times the space it had previously. 


48 





As a reward for outstanding achievement, Bud Haskell, left, and 
Ed Haskell, right, were honored with a special invitation to par. 
ticipate as guests on “New Horizons,"' popular Drew Pearson tele. 
vision program. The program included a film describing Haskell 
products and plant facilities. 





William Kline, right, UCLA senior and art major who wants to be- 
come a professional cartoonist, received the first entry blank in Box 
Cards second annual Campus Cartoonist of the Year Contest. Among 
the prizes is a round trip to Paris. With Kline are TWA hostess 
Sally Hoffstetter and William Kennedy, Box Cards president. 





Mary E. Chadwick of Oxford Filing Supply Co. and Perry A. Wald- 
ner, far right, of D. Waldner Co. conduct question and answer ses- 
sion for Hofstra College graduate management class during a meet- 
ing held in Waldner's showrooms at Mineola, N. Y. Business 
executives were told of new developments in filing, furniture, 
machines and equipment. 
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ARE YOU “WAITING ON’”’ 










a: 
\ 
ut 





© 
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< 
_ 














OR “SELLING TO?”’ 





There’s a difference between “waiting on” customers 
and “‘selling to” them. It shows up in sales—whether 
the Summer is slower than usual, whether minor 
recessions become major ones. 


You can always tell the store with a staff of salesmen. 
It has a busy, optimistic atmosphere—sales people 
know their merchandise, point out its features, and 
advise you on its merits, or better ways of doing 
things. 

The greatest help to this kind of business is knowl- 
edge of stock. When every man knows thoroughly 
the lines carried, and has studied the manufacturers’ 
catalogs, when he knows what, why and how, he 
develops enthusiasm which strikes a spark in the 
customer. 

This is why we hope every Acco dealer and his sales 
force will get to know the Acco catalog. If you know 
the line—really know it—you can’t help but build 
your volume, your number of customers, and your 


profits! 





























ACCO PRODUCTS 
A Division of NATSER Corporation 
Ogdensburg, New York 


In Canada: Acco Canadian Co., Lid., Toronto 


ACCOBIND FOLDER for 
Legal Records: Plain tabbed 
or metal tabbed. Has ex- 
panding red rope pocket 
for holding records associ- 
ated with bound contents. 
““E’’ type Acco Fasteners 
with Slideway. Very con- 
venient for lawyers, mort- 
gage and loan firms, etc. 


ACCOPRESS BINDERS in 
larger sizes especially val- 
vable for list sheets. Plain 
or tabbed. Genuine press- 
board stands wear and 
tear for years. Capacities 
from 1” to 6”. Choice of 5 
colors. May be used for 
temporary or permanent 
binding; also catalog 
covers, proof files, etc. 


SEE YOUR CATALOG 
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DUPLISTICKER .\avels for typewriter 


and mimeograph. Choice of 24 or 33 
addressing labels to each sheet, finest 
gummed stock. 24-on sheets, 500 to a 
box, 33-on sheets, 25, 100 and 500 
sheet lots. 


DUPLISNAP,, carbon-interleaved labels. 
Made in sets of 2, 3, 4, 5 and 6 sheets, 
33 labels to each sheet, interleaved with 
smudge-resistant carbon. For use with 
typewriter. 


DUPLIQUIK, labels, special stock. for 
use with “Spirit” or “Liquid” process 
duplicating machines. Can also be used 
with typewriter. 33 labels on a sheet. 
packaged 100 and 500 sheets; 42 labels 
on a sheet, packaged 500 sheets. 





@® Reg. T.M:—U.S. & Canada 


EUREKA SPECIALTY 
PRINTING COMPANY 
Dept. SO - Scranton, Pa. 


EMRE KA 
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NEW PRODUCTS... 


Colored Copy Paper 


(Continued from page 14) 


in| 


Five new of “Thermo. 
Fax" copy paper, made to match 
all five f income tax 
forms, have been announced by 
Minnesota Mining and Manufac- 
turing Co. 

The new heavier in 
weight than the current line of 
“Thermo-Fax” papers, are recom. 
mended for accountants, tax spe. 
firms individuals. Copies can be sub- 
mitted directly to the Internal Revenue Service. The same paper 
can be used for 


colors 


colors ( 


papers, 


and 


business 


cialists, 


color coding of other copied documents 


12 


Non-skipping Ball Pen 

A widely advertised ball pen, guaran- 
teed to write without skipping, has been 
introduced by the Paper Mate Co. Call- 


ed the Capri Mark II, the new pen 
is said to write on virtually any sur- 
face coated or slick paper, glass, 


cellophane, plastic, waxed paper, glossy 


as 
—™ 
=e 





photos and even surfaces which have 
been smeared with oil or grease. 





The pen is slimmer than previous ® 
Paper Mate products and features a ™ 
Piggy-Back refill two separate points and two self-contained 


ink supplies which are reversible so that when one is used up the 
other can be immediately. Available in nine 
pen will retail for $2.49 


used colors, the 


13 


New Address Master Units which are 
said to cut typing time by 20 percent 
are offered by the Master Addresser Co. 
The new units are described as 
clean and convenient to handle. 

Each unit is perforated to separate 
into four address slips for use in Master 
Addressers. Typing guide lines and in- 
structions are printed on the face of 
each unit. Strip coated hecto carbon is 
incorporated in the collated set. Packages 
include 125 sets, or 500 address slips. 


Address Masters 





also 


Adding Machine 


A new 
machine, hand-operated for adding, 
subtracting and listing, has been an- 
nounced by the Monroe Calculating 


os 


Simplex ten-key adding 


Machine Co. to sell for $149.50. 
Termed the “Little Giant’ because 
it is small in size but big in per- 





formance, the machine is described é 

as rugged enough for counter-top = 

use and still light enough at 14 . wail 
pounds for businessmen to carry 

anywhere. It provides direct subtraction and automatic credit 


balance. Minus items, negative totals and sub-totals print in red. 


Pocket Portfolio 15 


A pocket size album for Polaroid 
Land pictures comes with a gold em- 
bossed, plastic leather cover in either 
rich maroon or green. 

Each album holds 16 pictures and 
lists for 98 cents. The albums come in 
an attractive display box, 24 to the box. 
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kutto: THE HANDIEST 
“CARTON CUTTER MADE 





Splits Cases and Cuts 
Off Tops Cleaner and 
Quicker! 


* ideal for Making 
Carton Displays 


Can Be Carried in 
Pocket! 


Kutto is the handiest tool ever made for the receiving and shipping 
room. Made of heavy quality steel, it will stand a life-time of hard use. 
Kutto is now available to you for re-sale purposes . . . comtact your 
wholesaler or write us. , Postpaid 
Retail Price, 1 Kutto with blade and 5 extra blades in handle... 

each paid $1.25 
Wholesale Price, 1 Dozen or more $10.00 per doz. f.o.b. Chicago. 


Snippo 


STRING 
CUTTER 


@ CUT STRING, 

TWINE OR ROPE 
Snippo is the salest siring cutter on the market .. . it has no 
exposed blade and it is impossible to cut one’s self. Sturdily con- 
structed of heavy steel and is plated to prevent rusting. Retail price, 
GRE <cecesessncocesessaniaveeuseuuvenvesespssonsennnsssssnecnseennenssnsensnssnseesqnssqnesscneessnsensecsencescecoed $1.25 

WHOLESALE PRICES, F.0O.B. CHICAGO 
| dozen or more, with 5 extra blades, per dozen 
2 dozen or more, with 5 extra blades, per dozen . 
3 dozen or more, with 5 extra blades, Per GOZEN ............ccccesceeseeeeseerenees 8.00 
Manufacturers of Precision Cutting Tools 
Write for Circulars 


MODERN SPECIALTIES COMPANY 


4301 W. Ogden Ave. Dept. MS. Chicago 23, Ill. 
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STOP! LOOK! SELL! 


e DRAWING SETS 

e DRAFTING INSTRUMENTS 
e DESIGNING AIDS 

e DRAFTING MATERIALS 

e DRAWING EQUIPMENT 

e MEASURING DEVICES 


EARN UP TO 50% PROFITS 


Here’s QUALITY merchandise for engineers, draftsmen, 
architects, designers, students, etc. . . . at DOWN-TO- 
EARTH PRICES! Line-up with Alvin — sales stimulating, 
sure-fire traffic and profit builders. gs 





No. 5013D - FREE Counter Display, 
with 12 Alvin Mechanical Lead Holders. 
Pocket size, featherweight-push but- 
ton design with finger-tip control. A 
real sales stimulator ! 


Retail price:..... . $17.00 
a ae 10.20 
re 6.80 


No. 5000D - FREE Counter Display 
with 12 Alvin Precision Lead Pointers. 
Four knife-edge blades-assures a per- 
fect true point every time. A sure bus- 


—* . 
ies Moca? 40% discount on any display, plus 


additional 10% on purchase of 3 or 

more different displays. Over a 
dozen displays to choose from. 
Send for free display brochure. 





ee 8.40 







GIANT - NEW 24 poges — fully illustrated showing Alvin's 


complete line. 1001 quality items at the right 
yy price. Orders promptly filled. Also an ideal 
CA sales tool. 


“QUALITY AT THE RIGHT PRICE” 


ALVIN & COMPANY, INC. 


Windsor, Connecticut 
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The BIG 
SELLER... 


Craftint 
on. @ =, Ea ee 


RUBBER CEMENT 


is the 
BIG PROFIT MAKER 
for you! 


‘‘Kleen-Stik’’ Rubber Cement sells on sight! 
It’s CLEAN... AND IT STICKS! Used in 
the office, studio, school or home! Craftint 
‘“Kleen-Stik’’ Rubber Cement is made of 
pure, pale crepe rubber. Will not stain or 
smear ink! Will not wrinkle the flimsiest 
of tissues! Can be easily removed from 
any surface when desired! 


Avaliable In 4-ounce Desk Bottle (Brush 
In Cap), pints, quarts and gallons. 


For complete details write, wire 
or phone 


“> Craftint 


THE CRAFTINT MFG. COMPANY 


CHICAGO 


CLEVELAND 
Main Office 
1615 Collamer Ave. Cleveland 10, Ohio 


NEW YORK 
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REMARKABLE...REVOLUTIONARY 


Exclusive 
Design 


Not one, 


Lega 
Size: 
5\” . 
ii ifm . Electronically 


welded 


in place 


Full 
2 inch 
7” expansion 






Double reinforced 
bottom 


EXPAND-A-LOPE The briefease 


(Trade Mark) with the 2 inch expanding gusset 
WE GUARANTEE WITHOUT RESERVATION that the Ex- 
pand-A-Lope will make obsolete any /ike-appearing item selling 
for up to $20. 
One piece bonded construction with NO WEAK or TENDER SEAMS. 
No skimping . . . No cardboard . . . No tricks . . . all solid 
quality material, extra thick 42 gauge virgin Vinyl! Double 
reinforced bottom. 

DO NOT CONFUSE EXPAND-A-LOPES with chain store 
type goods or comparably priced domestic or imported items!! 
SIZE: 15Y2 inch x 11 inch; legal file folder enclosed. 

DEALERS’ NET PRICE: — $18.00 doz. 
QUANTITY DISCOUNTS: —5% on 6 doz.; 10% on 12 doz. 
COLORS: Seal Brown, Jet Black, Luggage Tan 
SHIPPING WEIGHT: 15 Ibs. per doz. 
Order a trial dozen today .. . 
Your satisfaction guaranteed! 


SEE YOUR JOBBER or WRITE TODAY. 
ANGLER’S CO. 45-22 162nd St., Flushing 58, N. Y. 
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WORDS OF WISDOM 





“how much Better It Is 
to weep at joy than 
JOY at WEEPING” 


WILLIAM SHAKESPEARE 


Over 7,000 dealers throughout the United 
States have proven their wisdom by stocking 
SPHINX TYPEWRITER PAPERS — truly 
a great leader in the stationery field... A 
paper for every office need! 


(\ Sekine 


\\ Where \ 
1\ & \ 


: \ 






A 








CE) ~ Biene. “77, 


SAXON 


PAPER CORPORATION 
240 West 18th Street © New York 11, N. Y. 


Sa5a525 





2. CRE Se Sree SESE Sesescecrsese 
i 


505 
Fas ws 


- = = for more details circle 147 on last page 














oo | a | 


Drafting Desk 16 


A new drafting desk by 
General Fireproofing Co. em- 
ploys an ingenious mechanical 
device to offer more seat ng 
comfort to engineers, drafts- 
men and architects. Called the 
Draft-a-Matic, the desk comes 
in three basic widths 

An endless plastic belt call- 
ed the ‘Roto-Positioner” oper- 
ates on two aluminum rollers 
at the top and bottom of the 
drafting surface to bring any 
part of the drawing surface to the lower area. A drawing up to 
84 inches long can be fastened to the belt. 


Electric Typewriter 


A modernized electric typewriter 
called the Documentor has been in- 
troduced by Underwood Corp. Fea- 
tures include a choice of eight color 
panels, a new keyboard design based 
on human engineering studies, a re- 
verse tabulator key, a three-position 
paper bail for easier paper insertion 
and a new key with the degree symbol and an exclamation point. 
The slope of the keyboard has been reduced. 

Retail price of the regular model is $420. Carriages are 
available in four widths. 





Electrical Plug Guard 18 


Hazards of accidental or unauthorized 
use of electrical equipment can be elimin- 
ated with a new Yale Lock-it Plug, which 
retails for about $1.75. 

A key-operated nylon safety bar, in its 
locked, projecting position, prevents the 
entrance of the plug into an_ electrical 
outlet. It bears the Underwriters’ Label. 


Photo Copy Machine 19 


A lightweight photo copy machine 
which can reproduce written matter 
in seconds has been produced by 
the Formfoto Manufacturing Co. 

Called the “Photo Master,” it 
takes material up to 101) inches 
wide and any length. The machine 
plugs into an ordinary light socket. 
It retails for $149.50. 





Deduction Computer 20 


The Ayres Calculer-D offers 
accurate payroll tax deduction 
figures at the turn of a cylinder 
for various amounts. Withhold- 
ing tax rates and F.I.C.A. rates 
are quickly read on one line, 
with a self-adjusting eye level 
reading window. The computer 
is designed so that new drum-charts may be affixed if rates 
change. 

Separate, interchangeable drums are available for pay periods 
ranging from daily up to $30 to monthly up to $1,000. Allowance 
is made for up to 10 exemptions. The computer, suggested as a 
time saver for payroll clerks, auditors and bookkeepers, sells 
for $15.70 with one drum. It is 9 inches long, 4 inches high and 
weighs 16 ounces. 
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PACKAGED TO SELL... 





Sold only through 
recognized wholesalers 


PLYMOUTH RUBBER COMPANY, INC. 


CANTON, : Since 1896 MASSACHUSETTS 
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WE START OUR SECOND 50 YEARS 
BRAND NEW! 





) 
250,000 sq. ft. on ten acres of land 


With new Marketing Director 
Alice Gail at the helm, 


NEW 
Ort tle the Art Guild family lines up this way: 
ART GUILD + Greeting Cards 
LINE ENCORES ° Studio Cards 
MERRIE CHRISTMAS * Personalized Cards 


NEW 


ja 


LOOK 





SINCE 1907 


RULERS @ TRIANGLES @ NAVIGATIONAL INSTRUMENTS © 


OF Fl INC. C TIF | B4 Onpany 


MAIN OFFICE: 3280 Broadway, New York 27, REGIONAL SALES weet F OR D , c ONN 
OFFICES: Kansas City, Los Angeles, San Francisco: Piant: Webster, Mass. 
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CURRENCY GIFT ENVELOPES 


Justrite’s exclusive line of Currency 
Gift Envelopes appeals to all banks. 
Besides being positive good-will build- 
— ers, these envelopes provide dignified 
advertising appreciated by clients. 
Banks furnish Currency Gift Enve- 
lopes to their customers to enclose cash 
gifts for Christmas Holidays and other 
festive occasions. The advertising value 
comes from the bank name imprinted 
on the envelopes. 


Justrite offers the 1956 currency gift 
envelope assortment in 21 beautiful 
steel-die engraved designs and 7 attrac- 
tive lithographed styles, both in 2 colors 
and furnished on classic white vellum 
stock with matching outside envelopes 
... the ideal line to stretch your profits 
and please your bank customers. 














YOUR JUSTRITE SALES PLAN 


Check these features of your Justrite 
Sales Plan... 


@ Complete line of standard, specialty, 
and unusual envelope products 


@ Easy-to-read wholesale and retail cat- 
alogs for dealers 


@ Full line-up of samples and sales aids 
Be a Justrite dealer and enjoy the benefits 
of your dealers sales plan. Write for your 


Currency Gift Envelope samples and Price 
List 9108S. 





Two Modern JUSTRITE Factories 
NORTHERN STATES ENVELOPE CO. 
Jus 300 East Fourth Street e Saint Paul 1, Minnesota 


JUSTRITE ENVELOPE MFG. CO., INC. 
S23 Stewart Avenue, S.W ° Atlanta, Georgia 
Sold for Resale Only 
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NEW PRODUCTS 


Static Neutralizer 21 


A “Magic Wand’’ static neutral. 
izer for office machines is being dis. 
tributed by Dillon-Ford & Co. It 
consists of a bar carrying evenly 
spaced tufts of special wire. It is 
an induction-type neutralizer and tre. 
quires no connection other than a simple ground wire. 

The “Magic Wand’ is attached in seconds, with clips or 
brackets, to control or eliminate static interference which often 
hampers the delivery of paper from duplicators, bursters, col- 
lators and other business machines. 


Do-it-yourself Nameplate 

A new type of desk nameplate has 
been introduced by Rim Industries, 
Inc. Called “The Assemble Your- 
self,” it has been designed to func- 
tion as its name implies 

The nameplate is completed and 
ready for use by aligning the let- 
ters of a given name in a plastic 
track provided and fastening the track to the nameplate. Grooves 
are invisible. Two styles available are ivory black and_ natural 
maple. 





Office Desks 23 


Moduform, Inc., has un- 
veiled two series of completely 
Formica-surfaced office desks. 
Models of the Wilshire and 
Wallstreet series are per- 
manently protected on_ sides, 
drawers, doors and __ tops 
against scuffs, stains, burns 
or marring. 

Sizes range from small reception desks to custom executive 
desks with a number of modular components for various  at- 
rangements. Woodgrain designs and decorator colors are available. 


Furniture Dolly 24 


A highly maneuverable dolly weigh- 
ing just 10 pounds is said to carry loads 
of 500 pounds. It has been designed by 
Modern Light Metals, Inc., especially 
for use in offices and retail establish- 
ments. 

Fashioned of magnesium with a weld- 
ed frame, the model is available with 
rubber bumpers on the corners and in 
several sizes. Full-swivel, hard rubber 
casters are bolted to the frame. Suggest- 
ed selling price is $19.75 





Paper Cutter 25 

A new manual, precision paper 

aa = ~% cutter designed for the office and 
~~ 


duplicating departments has been 
added to the Michael Lith Sales 
Corp. line of paper cutters. The 
low cost “Triumph” cutter has been 
designed to work like larger ma- 
chines. 

Features include a permanent rule 
and finger-tip operation of the 
movable back gauge to permit cutting down to as small as 4 
inch. The “Triumph” comes in two sizes, 14”’ and 18”. 
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17'S NEW 





$100 


Toll roads * Super highways ® Quick reference ® Recreation 
areas ® Transcontinental map ® Mileage map ® Easy to read 
¢ Same scale throughout ® Double page spread 18” x 12” 
¢ Scenic wonders. ] 
A fast seller—Send in your orders today 

Globe and Map Publishers since 1867 


GEORGE F. CRAM CO. 


730 E. Washington St. ¢ Indianapolis 7, Ind. 
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take the 
BEE LINE 


feet 


for profits ! 


2 





AQUABEE 
Trademark of America’s most complete 
line of quality Drawing Papers! 
e Drawing Papers e Tracing Papers 
e Watercolor Papers e White and Colored 
e “Canvaskin” Charcoal Papers 
In Rolls, Sheets, Wire Bound Books 4 





American Watercolor Society 
Handmade Watercolor Papers. 


Endorsed by famous 
watercolor artists! Also 
available in a Student Grade. 


= 3 a ; 
paper co., ine. 


1-9 JORALEMON STREET ¢ BROOKLYN 1, N. Y. 
“The Home of Artists’ Papers” 
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your consistent pay-off 


for eraser sales! 


DAY-IN, DAY-OUT DEMAND for World's Quality Standard Weldon 
Roberts Erasers is your answer to eraser profits. Every home and of- 
fice needs the multi-use Weldon Roberts B}JG FOUR shown here. When 
you sell one number, sell the other three at the same time! 


Waldon Roteilb Granon 


STANDARD RED ERASER FOR OFFICE WORK. 
NO. 333 INDIA. Finest quality red rubber texture 
for clean erasing of pencil writing. 


FOR PENCIL ERASING & CLEANING. NO. 340 
CORAL PINK. Soft, smooth, pliable pink rubber, in 
popular “stubby” double-bevel shape for easy han- 
dling 





FOR INK & PENCIL ERASING. NO. 930 ENSEM- 
BLE. A “combination” eraser, with pink rubber sec- 
tion for pencil erasing and cleaning, and same-size 
gray rubber section for erasing ink. Versatility plus, 
in one all-quality eraser! 

> 

Roberts Eranary = | 

HEXO-IO1O-CLEANER = | 

a Pdi tS ct 

FOR CLEANING. NO. 1010 HEXO CLEANER. 
Hexagonal-shaped eraser of matchless quality pink 
rubber for a wide range of erasing and cleaning on 
drawings, thin paper, tracing cloth, books, fabrics and 
wallpaper. 


ORDER AND FEATURE TODAY 


WELDON ROBERTS RUBBER CO. 
365 Sixth Avenue Newark 7, N. J. 


World's Foremost Eraser Specialists 


‘Whalen. Rotedls 
Enansaus 


Correct Mistakes in Any Language 











- - - for more details circle 145 on last page 


MODERN STATIONER, JULY, 1958 = 









make money on ya riable numbering 


Rings up a sale every time a cus- 
tomer says “variable number- 
ing.”’ Prints or skips any number 
as many times as desired in a 
progressive series. Sells itself as 
soon as you demonstrate it! 














































— —_ 
= — 


Write for Selector Catalog and Dealer Discounts 


& CO., Incorporated 


216 Nichols Ave 
Brooklyn 8, N.Y 


NEW YORK e CHICAGO e SAN FRANCISCO « MONTREAL 





table tah 





Fapo. Ait 


@ This new “party helper” is chock-full of ideas for all types of table settings— 
16 pages showing many different ways to make party giving more appealing. 
A real value for anyone at only 25¢ . . . you make 50% profit! You'll 
find suggestions that make selling party goods 
easier, too .. . and like the way it helps you 
move more Paper Art products. Use coupon 
below ... order your units of this most-wanted 
party book now! 











Paper Art Company, Inc. * 26 yrs. in America’s finest stores 

3500 North Arlington Avenue, Indianapolis 18, Indiana 

[_] Please send . unit(s) of the PARTY BOOK @ $3.25 per unit 
(25 books in each). 

[_] Send us your 1958 PAPER ART party goods catalog. 


Store Name.. 
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Filing Supplies 26 
A line of self-service packaged filing 
needs has been announced by the Im. 
perial Methods Co. Packed in poly. 
ethylene, under the brand name “Pic. 
NaS = a-Pack’’, the line features file folders 
in manila and pastel shades of pink, 
green and yellow. 
Guides, index cards and card guides also are available in the 
plastic package, specially adapted for the limited user such as 
students, storekeepers, homemakers and small business people 


Merchandiser 27 
A new point-of-purchase mer- th 
chandise display board for self-serv- 


ice sales is offered by the Griffin fled 
Manufacturing Co /i 
Each individual Grifhold tool in K| 
the display is individually carded 
and pre-priced. The display board is 
included free as part of a deal. 


* oad al 
Srenc a Chart arts 


























Hand Punches 28 
A new line of light weight, ad- 
justable hand punches has been an- 
nounced by Mutual Products Com- 
pany. The company says fast, ac- 
curate adjustments are possible for 
a variety of hole punching com- 
binations. 
Available in three models, priced from $3.95 to $7.95, the 
new punches are of sheet steel construction and finished in gray 
hammertone with easily adjustable nickel-plated selectors 





Filing Cabinets 29 


A new line of Imperial filing cabinets — 
introduced by Cole Steel Equipment Co. 





features gently rounded contours, golden —_ 


A new 
“a 
— 


suspension mechanism is said to allow 
<a 


—— 


hardware and a recessed base 


drawers to glide at the touch of a 
finger. 

The new cabinet is available in three 
sizes and three colors, with or without 
lock and legal or letter size. Prices 
range from $64 to $117.50 


Desk Moistener 30 


weet A new Quick-Flo desk moistener, 
built to handle any moistening job 
——— with no moving parts to wear out 
- or break, is offered by the Quick-Flo 

, 45 Mfg. Co. in three colors. 


4 The moistener is said to offer 
ee ———_ an instant flow, clog-proof brush and 

— odor-free use. It is guaranteed cor- 
rosion-proof and non-decayable. Suggested retail price is $3.95. 


Wrist Stamp Pad 31 


The Rivet-O Mfg. Co. has de- 
signed a new light weight stamp pad 
which straps to the wrist, leaving 
both hands free. The inking surface 
is sponge rubber 

Available uninked or with any one 
of five colors, the pad retails for 
$1.50. 
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Writing Papers Fountain Pens 
Book Matches Playing Cards >» 
Paper Napkins Leather Goods 4 
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28 ‘line-o-matic’ 
rht, ad- 
een an- ° 
5 Comm bookkeeping machine—with automatic line-finder and card 
ast, ac- injector cuts posting time in half, gives perfect item-spacing 
ble for Write for write: “addo-x inc’ 300 Park Ave, NY 22 
5 CO details 
95, the 
in gray 
29 
the RONE® Duplicator plus R°NE°-TRONIC picture reproduction 
-makes professional quality printing a regular office routine 
7 write: “addo-x inc’ 300 Park Ave, NY 22 
a 
You can RENT a Kingsley 
Machine for only 21c a day! 
30 
stener, With a Kingsley Machine you can monogram 
a the above gift items right in your own store! 
—— Give the Quick Service that brings extra vol- 
ois ume and profit... plus more new customers 
al who can’t get Quick Service elsewhere. 
$3.95 
Write for a free copy of “Ideas for Mono- 
| grammed Sales Promotion,” and complete in- 


formation on our Rental Plan (only 21c a day). 


KINGSLEY MACHINES 


Dept. 3S-78 
850 Cahuenga Boulevard, Hollywood 38, California 
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Tape Recorder 32 


Kimberley Industries, Ltd., is 
importing a West German port- 
able tape recorder which weighs 
less than five pounds and sells 
for $99.95. It can be used as 
a dictating machine to 
and play back anywhere 

Features of the recorder, called 
Phono-Trix, include 50 hours of 
recording on four flashlight 
completely transistorized printed circuit amplifier 
dual track recording, 70 minutes recording time, fast rewind 
and playback through microphone or external speaker 


record 





batteries, a 


Note Display Rack 33 


Merry Go Round display 
rack for all occasion Thermo Glo notes 
is available from E. Errett Smith. The 
announcements, thank you's, _ invi- 
tations and notes are in clear 
view packs, hung six packs to the 
bar on a 20-bar revolving rack. 

The packs of 12 notes each sell for 
59 cents and the rack holds six packs 
of each of the 20 designs. Dealer cost 
is $38.95 including the display rack 


A new 


other 





Stenographic Accessory 34 


Two accessories, each priced at $19.95 
list, are offered by American Geloso 
Electronics, Inc., to convert the 7) 
pound Italian-made Geloso tape recorder 
into a dictating-transcribing machine for 
the office equipment market. One unit 
is a cast iron foot pedal for transcription 
control. The other is a finger-tip con- 
trol which may be used in both dicta- 
tion and transcription. 


y S The tape itself sells for 


$179.95 with carrying case 





recorder 


Disposable Pen 35 

A disposable ball point in a wooden barrel said to cost less 
than ball-point refills, is offered by the Hanover Pen Co. It is 
called “Silhouette”. The pen is available with blue, red, green 
or black ink. It retails at 19 cents with a full dealer mark-up, the 
company says. 


Tape Dispenser % 








LePage offers its new Directo; 
Dispenser a cellophane tape dis. 
penser and ash tray set in Italiay 
marbleized design as the answer 
to the problem of what to give q 
business friend. 

The set comes packed in an at 
tractive gift box with an 800"’ roll 
of Y,"" cellophane tape. The pat. 
terns are available in browns and 
blacks, with no two designs exactly alike. Retail price is $5 





Portable Register 37 

A new model portable register is 
being marketed by The Standard 
Register Co. Known as the Model 
8000, it is designed to provide posi- 
tive forms control and alignment 
from the start to the finish of a 
recording operation 

The machine is available in three 
form sizes and five decorator colors. 
With its pinfeed control and full 
length form ejection, file holes and perforations may be located 
as desired, tags can be included in form sets, stapled form sets 
can be used and a variety of weights and types of paper can be 
used within the same set 


New Ball Pen 38 

Lindy Pen Co. has announced the addition of its Lindy Flyer 
retractable ball point pen to retail at 49 cents. The Flyer model 
will be a companion to the conventional sized Lindy Commander 
pen. 

Both pens retail at 49 cents and carry standard size refills, 
but the new Lindy Flyer is in the popular slim-line size. The 
pens come in a choice of white, red, blue, black or green tenite 
plastic. They are packed in two-dozen display 





merchandisers 


Counter Display 39 
Two new self-service counter 
display deals designed to boost 
impulse sales of “Scotch’’ brand 
plastic tape have been announced 
by Minnesota Mining and Manuv- 
facturing Co. Both displays stock 
seven colors and clear plastic tape 
in rolls 34"° and 11.” wide. A 
wire rack carries 36 rolls and a wood and plastic display holds 
144 rolls 
Another 3M promotion consists of a floor stand with a 
back card promoting a Sal Mineo record album premium for 
fans who mail in the plaid tab from a roll of tape. 














FOR 
EVERY 
PURPOSE 





” NOTCHING 
PUNCH 





THE HOGGSON & PETTIS MFG. CO., 141F Brewery St., New Haven, Conn. 













Nos. 17, 33—Notches cards, sheets, etc. No. 
17 dies not over 1/4” wide, 5/16” deep; No. 
33, mot over 1/2” deep. 
No. 2—For 1/8-1/4” 1-1/4” 
reach. 

No. 3, 1-1/2” reach & No, 12, 2” reach, same 
style as No. 2. All will take special dies. 
Tally Punch — Registers number of punchings to 
99,999. Punches 1/8”, 3/16” or 1/4” round holes — 
also special designs. Same counter available in our 
Nos. 2, 3, 10, 11, 21. Write for circulars. 


round holes; 
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neeiiany guild 


Unsurpassed for design, color 

and sales appeal... . 

They set a "NEW STANDARD" 
in Christmas Cards. 
















SILENT NIGHT 
RELIGIOUS 
COLLECTION 


A magnificent group of 
Religious type cards 
each unequalled for 
authenticity, magnifi- 
cent color, original de- 
sign and verse. 


NEWBURY GUILD 
COLLECTION 


A general group of out- 
standing cards guaran- 
teed to satisfy the most 
discriminating taste. 
Truly a rare combina- 
tion of design, color 
and quality. 






ATTENTION 


Printers and Distributors: 
Write for complete informa- 
tion about the ‘‘Classical 
Collection’. 










feud Remember 


Newbury Guild Cards are available from our 
REGIONAL PRINTING PLANTS assuring you 
immediate personalization and delivery on a 
24 hour service basis. 


PLANTS ARE LOCATED IN THESE CITIES 


New York Washington, D.C. Miami 
Dallas Los Angeles Charlotte, N.C. 


* Boston Chicago 


SEE US AT THE STATIONERY SHOW 
HOTEL NEW YORKER, ROOM 920 


newbury guild 


400 NEWBURY STREET BOSTON, MASSACHUSETTS 
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with new AVERVR es 


Yes—labeling file folders is 
now fast and clean—no longer 
a chore. There’s no sticky, “on 
gooey sponge to wet and handle 4 
..no bad-tasting mucilage 
to lick. Avery labels are on at 
the touch of a finger... 
easily, neatly and quickly. 
They’re color coded—in a selection of 10 beautiful colors 
plus white—for fast, positive identification and reference. 
Improve the appearance of your files by color-coding 
and relabeling each folder with Avery adhesive File 
Folder labels. Expensive folders can be re-used and 
still remain neat and presentable in your files. 
Filing can be fun—if you do. They'll make your job 
easier—and a boss’s business more profitable. 






use...and color-coded, too! 


Available from your 
stationery or office 
supply dealer—in 






sheets of 8 labels f 
with guide lines : 
for uniform 
typing—and | 
the last label ' 
won't slip in 
the typewriter 
because of the 
extended back- 
ing sheet! 











AVERY ADHESIVE LABEL CORP., Div. 116 
117 Liberty St., New York 6 * 608 S. Seekers St., 


Completely Chicago 5 * 1616 S. California Ave., Monrovia, 














| 
| 
revolutionizes | Calif. * In Canada, 48 Haas Road, Toronto 15, 
office filing— | Ontario * Offices in Other Principal Cities. 
See them... try them . 
today! Write for your | Please send me samples of Avery file folder Labels. 
FREE samples of Avery | My Name Position 
file folder Labels— \ I C 
ompany - 
.. Then BUY / Address henge 
them at your f 
stationery dealer! | City State — 
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An Office Layout Check List "S“piminat sit unnecessary fun 


Ws you sell office equipment 
to small plants or businesses, 
you are the efficiency expert who 
must advise how the equipment 
should be used. The following 
basic principles may save space and 
speed up office output for your 
customer. 

1. Main traffic aisles should be 
about 5 feet wide, less traveled 
aisles, 3 feet. Aisles between rows of 
desks should be about 31/, feet wide. 
Aisles that pass filing cabinets open- 
ing onto them should be wider, so 
that an open drawer will not block 
movement. 

2. If desks are lined up one in 
front of another the working space be- 
tween them should be at least 30 
inches. If there are more than two 
desks in a row, plan for at least 6 
inches additional space. 

3. All desks should face in the 
same direction, The supervisor's desk 
should be placed so that he faces the 


» so that they cannot tear 
which the clip 
ably 
educe the tendency 


NOESTING PIN TICKET CO. INC. 
‘Millions Daily” 


MAIN OFFICE AND FACTORY 


NEW YORK 54, N. Y. 
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increased. The 


BRANCH FACTORY SHOW ROMCO AND SELL EASIER 


728 E. 136th STREET 1815 WEST 74th STREET 


Beer see Roce. QUIPMENT CO. 


ture from active office areas. 


backs of his employees. Desks that 9. Double up as much as possibk 
face one another provide a_ built-in in private offices. 
source of distraction. 10. Remove inactive record files 
4. Don’t chop up office space into those not used often, to an adjacen 
small rooms. It makes communica- room. If this is not feasible, shift 
tion difficult, impedes air circulation, them at least out of the main are 
weakens control and shuts out light. of activity. 
Use movable partitions rather than 11. Pare space for conference rooms 
build a wall. Walls cost more to and reception room to a workable 
build and tear down while shoulder- minimum and eliminate unnecessay 
high partitions are flexible and pro- corridors. 
vide sufficient privacy, better air 12. Develop core areas. All te 
circulation and better lighting con- lated work should be done as _ nearly 
ditions. as possible in one place. Related core 
5. If there is division of authority areas should be next to each other x 
in the office, place employees next or that work moves as much as possible 
close to the person to whom they are in a straight, forward direction. Keep 
responsible core areas close together to facilitate 
6. Place near the door employees handling and save steps and time. 
who have frequent visitors or who 13. Place service centers such as 
must be in and out of the office a drinking fountains and _ restrooms 
great deal where they are easily available with. 
Files are most efficient, in out disturbing workers. 
terms of space, when placed against 14. Provide adequate telephone 


walls. Clothes lockers should be 


(Continued on page 66) 















Holds Paper 
Memos, Recipes, 
School Notes, Grocery Lists, | 
Business Reminders, etc., | 
WITHOUT PINS OR TACKS. | 


Each board complete with | 
accessories, packed in 
attractive box. An excellent | 
gift for all occasions. | 
rae | 
Send for literature and prices 


WEINMAN BROTHERS. inc.! 


E Retails for $1.00 3260 W. GRAND AVE., CHICAGO 51, ILL. 
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is attached IMMEDIATE SHIPMENT 
FROM STOCK 


BUILT FOR 
DUTY 
DESIGNED 
FOR BEAUTY 


—.. PRICED TO SELL! 





357 MARKET ST., KENILWORTH, N. J. CHestnut 5-3375 
N.Y. OFF. 154 NASSAU ST., N.Y. 38, N. Y. BEekman 3-3922 











CN 


TI 





GN eee 











Tivos for. volume rots. : 


As CARBON PAPERS 
and TYPEWRITER RIBBONS 


Wtite 


is the RIGHT line 
to feature 


Top profit for you is assured 
because the name WRITE 
guarantees top quality and 
top performance for your 
customers. 

Easy-to-handle WRITE carbon papers 
make more copies, make cleaner carbons, 
and are more economical to use. 
WRITE typewriter ribbons produce clear- 
est, crisp, uniformly sharp letter — and last 


ry furni. in 












| possibk 


rd files 
adjacent 
ole, shift 
ain arey 






Ice TOOMs 
workable 
necessary 






Sales are brisk. | 


The popular sLakxesctee Trav-L-Game 


All te 
as nearly 
ated core i 
other 50 

possible KIT o THREE 
m. Keep A new idea in games has scored a hit. The 


facilitate colorful Trav-L-Game Kit O’ Three features 
all three popular Blakeslee games, Trav-L- 






































are Bingo, Trav-L-Derby and Trav-L-Bingaroo a long ponder 

such as with pencils. This eye-catching, compact kit Make certain of your repeat sales and cus- 
estrooms is a winner . . . and sells for the magic price tomer satisfaction by featuring this sales- 
le wih of $1. boosting line. 


“When it’s WRITE it’s RIGHT.” 


Promptest deliveries, always. Send 
for samples and discounts today. 


echall Write for our catalog ! 


(. SCOTT BLAKESLEE & ASSOCIATES © Travel Game Publishers 








WRITE 420 Lexington Ave., New York 17, N. Y. 
INCORPORATED Factory: Bridgeport, Conn. 
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THEY SELL ON SIGHT. 





BOX 174 GRAND RAPIDS, MICHIGAN 

















$ Paper 

Recipes, 

ry Lists, | 

rs, etc., | 

— tik-tack Xo 

te with | 

din | ° ° 

eaten miracle discs 

ns. | 

oil Over 100 MILLION will be sold this year . . . and 
no wonder — Stik-Tacks are used in schools, offices, 

INC. retail stores, factories, homes — anywhere and every- 

a, ie where. They're adhesive on both sides . . . stick to any 

it page surface . . . completely out of sight when in use. . . cannot ! 

= harm displayed materials or walls . . . easily removed 

iT . . can be used over and over again SEND FOR 

DISCOUNTS, PACKING INFORMATION 
-K TODAY! 


Retail - folder of 82 discs 25c 


THOMPSON-WINCHESTER CO., INC. ; 
890 Commonwealth Avenue, Boston, Mass. | 


Please send Stik-Tack prices and packing infor 











| 
| 
| 
| 
L! | mation. 
ER Attention of 
| Firm Name 
al 
- @) . ¢ | Street Address . 
Dealers - Representatives “a 
3375 ‘ : City - State 
5 ren | 
3922 Send for Prices and Literature | O Dealer OC) Representative 
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To sell more dictation 


equipment... sell ‘‘House 
Current Anywhere!’’ 








Now... 

Dictating 

Machines and 

Tape Recorders 

are TRULY PORTABLE, with 

110 Volt A. C. Current from 
a Car Battery, with a 


lraile TravElectric 


MOBILE POWER CONVERTER 
Fin | ‘ 


& 
a 


“Supreme” converter provides 175- 
200 watts, A.C., filtered for dictat- 
ing machines & recorders. 
Converts 12 volt battery current to 
110 volt, 60 cycle A.C... . handy 
remote control switch included. Other 
models, from 35 to 200 watts, 
powered from either 6 or 12 volt 
batteries. Priced from $21.95. 
SUGGEST OTHER A.C. USES 


In addition to Dictation, Recording, and 





Larger Office Equipment, Trav-Electrics 
power Lights . . . Radios . . . Phonographs 

Hi-Fi Sets . . . P.A. 
Advertised in| Systems . . . Port- 
Sales Manage- | able TV . . . Solder- 
ment and other | ing Irons . . . Elec- 
national maga- | tric Drills . . . and 
zines. other Electronic 


Equipment and Tools. 





if Your Jobber Cannot 
Supply You, Write 


toads COMPANY 








Designers & Mfgrs. of Electronic Equipment Since 1927 


1071 Raymond Ave., Midway 6-2514, 
St. Poul 14, Minn. 


IN CANADA: Atlas Radio Corporation Ltd. 
Toronto 10, Ontario 


50 Wingold Avenue + 
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New General Manager for NSOEA 
Paul Burbank Remains as Consultant 


Charles M. Mortensen, manager of 
the Association Service Department 
of the U. S. Chamber of Commerce 
since 1953, has been appointed gen- 
eral manager of the National Sta- 
tionery and Office Equipment Assn. 
(NSOEA) with headquarters in 
Washington, D. C., effective July 1, 
1958. 

NSOEA members were advised of 
the appointment in a letter from Wil- 
liam R. Diehl, Jr., Association presi- 
dent. 

At the same time, Mr. Diehl an- 
nounced the resignation of Paul E. 
Burbank, who has served NSOEA as 
general manager since 1946. Mr. Bur- 
bank will remain with the Association 
in a full-time consulting capacity 
primarily concerned with the develop- 
ment of new projects for the industry. 
He will report directly to the executive 
committee. 

NSOEA was organized in 1904 
and is a charter member of the Cham- 
ber. It has a membership of approxi- 
mately 4,000 including manufacturers, 
wholesalers, retailers and manufac- 
turers representatives concerned with 
the manufacture and sale of 
equipment, office furniture, office 
machines and commercial and social 
stationery supplies. Its annual conven- 
tions include an exhibit of products 
which occupies five floors in the Con- 
rad Hilton Hotel, Chicago. Atten- 
dance in the past two years at the fall 
convention totaled over 14,000. 

Mr. Mortensen’s activities in the 
Chamber included the direction of an 
extensive program of meetings and 


of fice 


conferences on national legislative and 
economic issues; publications on as- 
sociation management subjects, such 
as market promotions; research on 
methods of association financing and 
operation; and management training 
courses for association staff executives, 
Prior to his association with the Cham. 
ber, he was managing director of the 
Producers Council, which is the na- 
tional association of manufacturers of 
building materials and equipment. 

The new NSOEA general manager 
is a native of Omaha, Neb., and a 
1934 graduate of Iowa State College. 
He also is a graduate and former 
member of the board of directors — 
of the Institute for Organization Man- 
agement at Michigan State University. 
He is a member of the American 
Society of Association Executives; the 
Washington Trade Association Execu- 
tives; the Board of Managers, Na- 
tional Institute for Trade Association 
Executives, Northwestern University 
and Northeastern Institute, Yale. 

Mr. and Mrs. Mortensen reside at 
3608 N. Piedmont, Arlington, Va. 
They have two daughters and a son. 

In his letter to members, Mr. Diehl 
said, “It is our opinion that the As- 
sociation is extremely fortunate in ob- 
taining Mr. Mortensen as the top ex- 
ecutive and in retaining Paul Burbank 
in his new capacity. All contacts .. . 
after July 1 should be made with Mr. 
Mortensen. ”’ 

Mr. Burbank, 61, made known to 
Association officers last fall his desire 
for lessened responsibilities in his 
Association works. 





HOLYOKE, MASS. 





New Display Card For Faultless Pencil Clip 


A new, modern, three dimensional, folding display 
card now presents 4 gross of our reliable Faultless 
Pencil Clips accessibly and efficiently yet takes only 
3-¥2 inches of counter space. This attractive, up to 
the minute, new sales tool is in our smart family 
colors of attractive blues and white against which 
the brilliantly nickel plated clips glisten and shine 
drawing attention and making sales. 
livery. Write for information and samples. 


L. D. VAN VALKENBURG (CO. 


Prompt de- 











Quality Est. 1896 Service 
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NOW! NEW LOW PRICE on 


FLEXO-SPACE Self-Service Island 


ANNOUNCING our 
New low prices on 
FLEXO - SPACE Self - 
Service Islands. Here 
is your opportunity 
to follow the trend 
of thousands of ag- 
gressive merchants 
like yourself and 
modernize your store 
with Self - Service 
fixtures. Do it with 
FLEXO - SPACE at a 
savings of 50% 
over competitive Is- 
lands. FLEXO-SPACE 
gives you Self-Serv- 
ice, Mass Display 
and 300% more 
Selling Space than 
Yes, in only 121. Sq. Ft. of floor 
Raise or lower 





one flat-type counter. 
area you get 50 Sq. Ft. of selling space. 
the middle shelves every 2” within 15 adjustments. FLEXO- 


SPACE is a complete Island! Your customers shop on 4 
sides from 5 large Self-Service shelves. The time-saving 
and money-making advantages of FLEXO-SPACE have been 
“Tested and Proved’’ by thousands of retail merchants. 
New amazingly low prices on FLEXO-SPACE at almost 50% 
less than you expect to pay. Without obligation write for 
FREE catalog on FLEXO-SPACE and other Self-Service fix- 
tures. Do it now — Today! 





Mfrs. write for special extra low prices. 


ADD SALES COMPANY 


829 York Street Manitowoc, Wisconsin 








984 bo to iieiadiadllains 
ve Cady. 





Rememo 


lhe roll memo with the reel pencil 





See ae 





.95 


(Incl. Fed. tax) 


& 





A handsome and handy unit for home or office. You'll want one for the phone 4 
table, one for the kitchen wall. Will look handsome on his office desk, too 
Permanently attached chain-reel mechanical pencil pulls out . . . winds back 
automatically on 14-inch chain. In seven colors: white, red, turquoise, brown, : 
yellow, black and pink, all with chrome trim. Refills with standard adding 5 
machine paper roll. 





© propucrs 


Division of KETCHAM & McDOUGALL, INC., Box 15, Roseland, N. J. 
Send for catalog describing complete PAT line 
Stomp Keeper « Tope Keeper « Reel Riter Ball Point Pen « Fin-On Pencil 
TELattach Pencil » Kev Keeper « MemoMatic *« Rememo 


es 
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DEALERSHIPS AVAILABLE! | 
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Contoura _.. World’s most versatile photocopy equipment! 


Now, the lightest, most compact, 


continuous photocopier on the market 


Contoura-Matic 







the low price of $189. The prints 
are photographic therefore, 
nothing is lost from the 

™._ original. But, new disposable 
j chemical plastic cartridge 


means no more liquid mess. 






fh 

\ 

Weighs only 12 Ibs. and 
takes 2 the space of a 
typewriter. Completely self- 
contained unit with auto- 
matic filling and draining 


makes demonstration a 
snap. 





FOR LAWYERS, RESEARCHERS, ENGINEERS, AND LIBRARIANS .. . 


Contoura- PORTABLE easity copies 


all material from bound books, records, Acme visible 
files, letters, newspapers and drawings. Compact carry- 
ing case for field use provides the same quality prints 
as Contoura-matic because its photographic — Omits no 
detail. Available in a range of sizes up to a giant 
26” a: 29". 


No other line of photocopiers is so broad and so versatile. 


Write for dealership information now. 


F. G. LUDWIG, INC. 
2200 COULTER STREET - OLD SAYBROOK, CONN. 


SEE US IN BOOTH 57, NOMDA CONVENTION 
- - - for more details circle 134 on last page 
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SENCO 





AND YARDSTICKS 


Show your customers the 
line with most variety... 
most features... best dis- 
plays. Write for catalog, 
prices. Buy from your near- 
by jobber. 


SENECA NOVELTY CO., INC. 
Mfrs. of SENCO Rulers and Yardsticks 
52-54-56 MILLER ST. 
SENECA FALLS 6, N. Y. 
for more details circle 148 on last page 





Illustrated Catalog A 

Samuel Ward Manufacturing Co. of- 
fers copies of its new 24-page catalog to 
established dealers. Every item in the’ line 
is listed in the standard size booklet, pre- 


punched for three-ring binders. Prices 


shown allow a 50 percent dealer dis- 
count 
Furniture Preview B 


A brochure by Indiana Desk Co. offers 
an advance look at a new line of contem- 
porary wood office furniture designed by 
J. Charles Dergins. Features include two- 
tone wood finishes, plastic laminate tops, 
satin silver hardware of 
natural cane 


aluminum and 


Paper Catalog Cc 

A 38-page plastic bound catalog listing 
paper and paper products for office and 
school is available to dealers from the 
Mohawk Tablet Co. It includes informa 
tion on prices, discounts, terms, and ship- 
ping. 


Adhesives Booklet D 

A new condensed catalogue listing the 
entire line of Permacel-LePage’s Inc. tapes 
and adhesives has been released by the 
company. The 12-page pamphlet gives a 
brief description of each product, its ap. 
plications, government specifications, ten. 
sile strength and price. It is designed as a 


guide in choosing material best suited 
for a particular problem. 
Calendar Catalog E 


All the new Keith Clark calendars 
for 1959, including book and pad desk 
calendars, a variety of memo pads and 
a number of attractive wall calendars 
for business use are described in the 
1959 edition of the Keith Clark catalog 
available now. 


Fixture Booklet F 
A new 12-page booklet by Reflector 
Hardware Corp. illustrates and lists more 


than a dozen complete merchandising 
units for presenting practically every 
type of merchandise. The booklet is 


entitled “Self-Selection Merchandisers.’ 


Pencil Catalog G 

A new 30-page catalog from Linton 
Pencil Co. describes and illustrates the 
entire line including pencils for writing, 
drawing, coloring, copying and _ glass 
marking as well as erasers, pens and 
other items. 


LEST 


Moves desks and heavy 
office equipment without 


effort when 
cleaning floors 
or rearranging 


_ 


Busy maintenance personnel need no longer be 
called in when minor furniture rearranging is nec- 
essary and, after hours, desks may be easily moved 
for cleaning or buffing operations. The Des-Kart 
works on carpets or hard surface floors and spells 
an end to moving problems. No jack, no cranks, 
clean, simple—just slip the Des-Kart under either 


end of a desk and it’s mobile. 





See your jobber or 
write for free folder 


WRINGER. INC. 


P.O. BOX 658, MUSKEGON, MICH. 
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AS I SEE IT 


By Donald Prey 


ques = Secretary-treasurer, Wholesale Stationers’ Association 





What's Wrong With Cooperative Buying by Retailers? 


ee ences, retailers and the 
public are not fully aware of 
the dangers to the entire economy 
when retail store operators arrange 
with common agents to buy certain 
supplies for them at wholesalers’ dis- 
counts or quantity prices. 

Sometimes these agents are a manu- 
facturer’s representative who pools 
the orders of a group of retailers in 
a large city. Then the manufacturer 
erroneously discounts the order the 
same as he would for a wholesaler, 
although the recipients of such an 
order do not perform any of the 
beneficial functions for. the manufac- 
turer that the wholesaler does. 

Sometimes several retailers set up 
an agency or cooperative office to do 
their buying for them. This office 
sometimes does not operate a ware- 
house, but in any case it certainly 
never carries on the other vital func- 
tions that a wholesaler performs for 
each manufacturer's line he buys. 
Nevertheless, a manufacturer may er- 
roneously allow such an office the 
same discount a wholesaler earns. 

Now, it is perfectly proper and 
commendable for a retailer to seek 
every legal means to buy his goods 
at the lowest possible net price. How- 
ever, it is unsound economically for 
a retailer to receive a discount on his 
goods intended to cover benefits to 
the manufacturer which have, in 
truth, not been rendered. 

Difference Between Quality and 
Functional Discount, It is also proper 
and sound for a retailer to buy in as 
large a quantity as possible within 
the limitations of his capital, and to 
achieve the fastest turnover, in order 
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to earn the largest possible quantity 
discounts offered. However, it is 
chaotic and economically weakening 
to an efficient distribution system in 
any industry for a manufacturer to 
ignore the difference between a 
quantity discount and a wholesaler’s 
discount. The recipient of a quantity 
discount earns that discount by bene- 
fiting the supplier because his quan- 
tity order has saved the supplier a 
certain set of costs. On the other 
hand, the recipient of a wholesaler’s 
discount earns that discount because 
his services for the supplier will save 
the supplier an entirely different set 
of costs. 

Danger for Manufacturers. There 
are several risks for the manufacturer 
in the cooperative buying by retail- 
ers at wholesalers’ discounts. 

1) Such buying injures the retail 
customers of the manufacturer’s 
wholesaler and proceeds to reduce 
the actual number of retail outlets 
for the manufacturer’s products. 

2) Such buying does not tend to 
smooth out the manufacturer's pro- 
duction schedule as do the whole- 
saler’s purchases, which are off sea- 
son and in anticipation of retailer de- 
mands. 

3) Such buying fails to earn any 
benefits for the manufacturer in 
terms of the efforts of the additional 
wholesaler salesmen calling on other 
retail outlets and in terms of the 
promotional and merchandising assis- 
tance provided by the wholesaler to 
his retail customers. 

4) Such buying tends to stress in 
the retailer's mind the element of 
“price” of the particular product as 


opposed to quality and service. Con- 
sequently the same buyers may easily 
turn the next time to a competitive 
product at a fractionally lower price. 

Dangers to Public. There are equal- 
ly serious dangers for the public in 
the cooperative buying by retailers at 
wholesalers’ discounts. 

1) Such buying injures indepen- 
dent retailers who are served by 
wholesalers and results in a reduced 
number of the independent outlets 
which in themselves have provided 
the real strength for our distributive 
democracy, allowing the widest op- 
portunities to the consumer. 

2) Such buying enterprises that 
compete directly with independent 
wholesaler firms escape from paying 
income taxes on the theory that the 
surplus they enjoy is not income at 
all but savings through economies 
achieved for their member retailers 
and to be returned to the members. 

3) Such buying tends to freeze the 
number of outlets for a manufactur- 
er’s products in a given territory and 
reduces the opportunity for the public 
to be exposed to those products in the 
widest possible range of outlets. 

Bearing in mind these dangers to 
both manufacturers and the public 
from cooperative buying by retailers, 
it should be the policy of all manu- 
facturing firms to: a) clearly dis- 
tinguish in their price schedules be- 
tween quantity discounts and whole- 
salers’ (or functional) discounts, and 
b) while encouraging quantity buy- 
ing, to make it clear to the cooperative 
buyers that such quantity purchase 
is not equivalent to the services per- 
formed by the wholesaler. 
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HOWARD 
PERSONAL 
IMPRINT 
EQUIPMENT 


Promotes Gift Sales Of 


Xmas Cards — Book Matches — Writing 
Papers — Lead Pencils — Paper Nap- 
kins — Leather Goods — Playing Cards 
— Gift Nems — Fountain Pens. 


Makes up to 
48 stampings 
for one cent, 
stamps one to 
five lines with 
single impres- 
sion. 


WRITE 
FOR DETAILS 








Howard Stamping 
Machine Co. 


4445 W. Belmont 


for more details circle 128 on last page 


Chicago, Ill. 





RAIN ox 
SHINE... 


prerer EG-U-Cards 


PREFER 


Always 
Something 
NEW 


Children’s 
Educational Games 29c 


Ed-U-Cards Mfg. Corp. 


13-05 44th Ave., Long Island City 1, N. Y 
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VUE 


tise PEVLOTAS 


: 
d 


June 16 — WSA New England confer- 
ence, Somerset Hotel, Boston. 

June 16-17 — District 13, NSOEA, meet 
ing, Grossinger Country Club, 
inger, N. Y 

June 23-24 — District 1, NSOEA, meet- 
ing, Equinox House, Manchester, Vt 

June 29-July 2 — National Office Ma- 
chine Dealers Assn. convention and ex- 
hibit, Schroeder Hotel, Milwaukee 

July 9 — WSA Eastern Canadian con- 
ference, Royal York Hotel, 

July 20-23 — Washington Gift Show 
Hotel Willard, Washington, D. C. 

July 28 — WSA Mountain States con- 
ference, Brown Palace Hotel, Denver 

July 31-Aug. 2 — NOFA Western Area 
Conference-Exhibit, Ambassador Hotel, 
Los Angeles 

August 3-6 — Western Gift, 
Glass, Jewelry, Toy, Stationery and 
Housewares Show, Western Merchandise 
Mart, San Francisco. 

August 3-14 — Chicago Gift Show, La- 
salle Hotel and Palmer House. 

August 18 — WSA Mid-Western con- 
ference, Part II, Drake Hotel, Chicago 

August 24-29 — New York Gift Show 
Hotel New Yorker & Trade Show Build- 
ing. 

Sept. 1-5 — Boston Gift Show, 
Statler 

Sept. 15 — Rosh Hashana, 
Year. 


Gross- 


Toronto 


China, 


Hotel 


Jewish New 


Sept. 27-Oct. 1 — NSOEA Conventig 
Exhibit, Conrad Hilton, Chicago. 
Oct. 5-11 — National Letter Writig 
Week. 

Oct. 25-29 — Eastern Commercial St 
tionery Show, New York Trade Sho 
Building. 





CHECK LIST 

(Continued from page 60) 
outlets. Cut down on movement § 
and from “borrowed’’ phones. T. 
is time-consuming and disturbs th 
worker whose phone is being used 
Keep the phone ring soft. 

15. Place the employee next to t 
work. Keep files he requires withi 
reaching distance — not more th 
a few feet away. 

16. When specifying new desk 
remember that depth of 30 inchg 
is enough for many clerical workerg 

17. Isolate, as much as_possiblé 
noisy office machines from work 4 
quiring close concentration. Muff 
equipment noises by placing mats uf 
der the machine. Do not place typ 
writers or other equipment near wall 
or on desks or tables that magnify 
their normal operating sounds. 

18. Remember color is part of 
lighting system. Walls should havg 
a reflectance value of about 50 peg 
cent, ceilings as high as 90 percen 
floors 25 percent and desk tops 34 
percent. 








azine is issued. RATES 


CLASSIFIED ADVERTISEMENTS 


Deadline for classified advertisements is the fifteenth of the 2nd month 
preceding the month in which the ma 

Minimum Order: $4.50. Names and address are to be included in the count. 
Initials or sets of figures are to be counted as one word. 


: 20c a word. 








HELP WANTED 





OPPORTUNITIES 





MANUFACTURERS REPRESENTATIVES 
WANTED — Coast to Coast — to sell 
our Exclusive Advertised — COPI-MATE 
Double-Pack (Twin Spool) Patented 
“CLEAN-CHANGE” Typewriter Ribbon 
FOR ALL TYPEWRITERS! 


Exclusive Territories available. Every 
call you now make will be more profit- 
able with COPI-MATE CLEAN-CHANGE 
typewriter ribbons! Every Sale is a 
REPEAT Sale! 


Plus our Complete line of High Quality 
products, makes this offer a rare op- 
portunity! — Leedall Products Mfg. Co., 
Milltown, N. J. 7-58 





SERVICES 





Christmas Card Imprinting — Full press 
equipment plus large space for storage 
and shipping enable us to give you fast, 
dependable, complete imprinting service. 
For price quotations send us specifica- 
tions on your line or lines. HOLIDAY 
CARDS, 7 Hewlett Street, Hempstead, 
Long Island, New York. 8-58 
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JOB OPPORTUNITIES IN FLORIDA 
Rapid-growing Orlando, Florida store 
two high-potential openings: a Managef 
of Office Supplies and a Manager of. 
Office Furniture. This business, headed 
by progressive management and keepi 
pace with the great commercial gro 
of the Orlando area, offers a satisfying 
future to men seeking greater oppor 
tunity for use of their talents. In the 
heart of the Citrus Belt, with ye 
round comfortable climate and economil 
cal, pleasant living conditions. Qualifica- 
tions must include successful managerial 
experience and ability to carry over-all 
responsibilities in position you apply for. 
Salary commensurate; liberal insurane 
and other employee benefits. Replies 
confidential. If qualified and want to 
and live in Orlando, write to 
DEAN and DEAN Retail Consultants, 
ws Cunningham Road, Cincinnati om 
oO. r 





FOR SALE 





Large amount used visible’ cabine 
Kardex, Acme, and Rand. Variety 
sizes and styles. A-1l condition. Ve 
reasonable. Eversteel Equipment Co., 
Spring Street, New York 12, New Yorks 
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ADVERTISED PRODUCTS 


01 Add Sales Co. — self service shelves — 
page 63. 


(02 Addo-X, Inc. — bookkeeping machine, 
duplicator — page 57. 


Alvin & Co., Inc. — drawing, drafting 
materials — page 51. 


Anco Wood Specialties, Inc. — draft- 
ing tables — page 45. 


Angler's Co. — briefcase — page 52. 


6 Art Guild of Williamsburg, 
greeting cards — page 53. 


Inc. 


07 Avery Adhesive Label Corp. 
folder labels — page 59. 


— file 


D8 Bee Paper Co., 
— page 55. 


Inc. — drawing papers 
09 Olivetti Corp. — business machines & 
typewriters — page 39. 


10 Bulman Corp., The — store fixtures — 
page 47. 


1 Burroughs Corp. -— electric adding ma- 
chine — 3rd cover. 


12 C-Thru Ruler Co. — rulers, triangles, 
etc, — page 53. 


13 Craftint Mfg. Co., 
cement — page 51. 


The — rubber 


4 Cram, George F., Co. — road atlas — 
page 55. 


15 Dazor Mfg. Corp. — swing-arm lamps — 
4th cover. 


16 De Jur Amsco Corp. — typewriter — 
page 15. 
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117 Eastern Mfrs. and Importers Exhibit, Inc. 
— Chicago Gift Show — page 10. 


118 Ed-U-Cards Mfg. Corp. — games — page 


119 Acco Products — folders, binders, new 


catalog — page 49. 
120 Eureka Specialty Printing Co. 
— page 50. 


— labels 


121 Faber-Castell, A. W., Co. — stick eraser 
— page 45. 

122 Force, William A., & Co. — numbering 

machine — page 56. 

123 Geerpres Wringer, Inc. — moving equip- 

ment — page 64. 

Globe-Wernicke Co. The — 

equipment — 2nd cover. 


business 
Graff, George B., Co. — filing supplies 
— page 47. 


Hamilton Mfg. Corp. — executive chair 
— page 8. 


Hoggson & Pettis Mfg. Co., 
ticket punches — page 58. 


The — 
Howard Stamping Machine Co. — im- 
printing machine — page 66. 


Ketcham & McDougall, 
— page 63. 


Inc. — roll memo 


Kingsley Stamping Machine Co. 
monogramming machine — page 57. 


Lindy Pen Co., 
page 38. 


Inc. — ball point pen — 


Listo Pencil Corp. — marking pencil — 
page 46, 


MODERN STATIONER Name 


Tell-Me-More Dept. 


Please print or Street 


Lit-Ning Products Co. — desk trays, files, 
racks — page 13. 


Ludwig, Inc., F. G. — photocopy equip- 
ment — page 63. 


Luggage and Leather Goods Mfrs. of 
America, Inc. — Show — page 4. 


Modern Specialties Co. — carton cutter, 
string cutter — page 51. 


Newbury Guild — Christmas card book 
— page 59. 


Noesting Pin Ticket, 
clips — page 60. 


Co., Inc. — paper 


Norcross, Inc, — greeting cards — page 
6. 


Northern States Envelope Co. — currency 
gift envelopes — page 54. 


Paper Art Co., 
— page 56. 


Inc. — paper table ware 


Permacel-LePage's, Inc. — adhesive line 
— page 37. 
Inc, — 


Plymouth Rubber Co., rubber 


bands — page 53. 


Regency Thermographers — heliograved 
stationery — page 44. 


Roberts, Weldon, Rubber Co. — erasers 
— page 55. 


Saginaw Industries Co. 
equipment — page 40. 


— steel store 


Saxon Paper Corp. — typewriter papers 
— page 52. 
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148 Seneca Novelty Co., Inc. — rulers, yard- 


sticks — page 64. 


Smith, E. Errett, Inc. — revolving note 
rack — page 42. 


Terado Co. — mobile power converter — 
page 62. 


Thompson-Winchester Co., Inc. — ad- 
hesive discs — page 61. 


Van Valkenburg, L. D. Co. — pencil clip 
display card — page 62. 


Wausau Paper Mills Co. — duplicator 
paper — page 3. 


NEW PRODUCTS 


Drawing Unit 
Christmas Albums 
Palette Color Guide 
Reference Calendar 
Carbon Paper, Ribbons 
Electric Adding Machine 
Checkwriter 

New Label Package 
Triangle 

Motel Safes 


Colored Copy Paper 


tell me more... 


about these | 


Furniture Dolly 
Paper Cutter 
Filing Supplies 
Merchandiser 
Hand Punches 
Filing Cabinets 
Desk Moistener 
Wrist Stamp Pad 
Tape Recorder 
Note Display Rack 
Stenographic Accessory 


Disposable Pen 


Tape Dispenser 
Non-skipping Ball Pen 
Weinman Brothers — magnetic memo 


Portable Register 
board — page 60. 


Address Masters 


New Ball Pen 
Write, Inc. — carbons, ribbons, — page Adding Machine 


61. Counter Display 


Yours For The Asking 


Illustrated Catalog 


Blakeslee, C. Scott, 
games — page 61. 


& Associates — Drafting Desk 
Electric Typewriter 
Melind, Lovis, Co. — marking devices — 


page 43. Electrical Plug Guard 


Furniture Preview 
Venus Pen & Pencil Corp. — pencil Photo Copy Machine 


Paper Catalog 
display — page 41. 


Deduction Computer Adhesives Booklet 


Romco Equipment Co. — office equip- 


Static Neutralizer 
ment — page 60. 


Calendar Catalog 


Do-it-yourself Nameplate Fixture Booklet 


Esterbrook Pen Co. — contest display 


materials — page 34. Office Desks Pencil Catalog 
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New merchandising muscle 
for Burroughs dealers 


a NEW famous quality 


BURROUGHS 
ELECTRIC « 
ADDING MACHINE 











Here's a genuine Burroughs adding machine at a new competitive price to open up new 

markets for you. 

All of the styling, durability, and accuracy which have always made Burroughs a standard of 

quality are built into this new machine. It will round out your Burroughs line—from bargain 

specials to de luxe models. 

This new amber grey beauty is another example of Burroughs’ all-out push to keep its dealers 

ahead of competition on all fronts. Fast-selling M&V Nu-Kote, the plastic base carbon paper 

that has revolutionized the supply business, is another. Watch for still more outstanding 

sales ammunition soon. 

You'll find it worth your while to investigate the benefits of a dealership in famous Burroughs 

see us adding machines and cash registers, M&V carbons, ribbons and supplies, or both. Just write 
at the 2 Dealer Sales Department, Burroughs Corporation, Detroit 32, Michigan. 


NOMDA 


convention 
booth 


42 


’ 


- = = for more details circle 111 on page 67 








A New Swing-Arm Pedestal Model 


Now Dazor gives you a matched set of lamps that you can recom- 
mend for any fine office. The arms of the Desk and Pedestal Models 
swing completely around, permitting the user to place the light in the 
preferred position. The arm can be raised or lowered on the pedestal 
of the floor lamp. All three in this group combine indirect lighting 
with high style. And they’il all sell for the swing to Dazor is on. 


Air-Cooled for Comfort and Safety 


Another feature of the new Dazors is the Air-Cooled Reflector—safe 
and comfortable to touch even after long use. There’s no risk to the 
user while changing the position of the light source. Full informa- 
tion on the lamps is available from your Authorized Dazor Dis- 
tributor. If you need his name, write to Dazor Manufacturing Corp., 
4481-99 Duncan Avenue, St. Louis 10, Missouri. In Canada address 
Amalgamated Electric Corporation Ltd., Toronto 6, Ontario. 


ONLY QUALITY FIXTURES COME FROM 
THE MAKERS OF 


PazoR FLOATING LAMp, 


FLUORESCENT and INCANDESCENT 


The swing is to 


DAZOR Swing-Ar 


Lamps... 
Matched for styling 
Priced to sell 


The distinctive styling of Pedestal Me 
1086 shown at left adds a note of good t 
to the executive office or reception ro 
Like its decorative companion, Desk Me 
1056, above, it provides soft indirect light 


Simplicity of design and restful lighting 
characteristics of this Dazor Model 10 


The standard finish of all three lamps 
frost-green baked enamel over bonderizi 
combined with brass; optional colors: fre 
tan, statuary-bronze, gray or ebony over bo 
erizing, combined with brass. 
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